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= Means to the natives of the Solomon Islands, 


“In Keds; 1 climb faster and eat sooner.” 
* Reg. U. 6, Pat. OF, 
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B. B. SYSTEM UPPER LEATHER FINISHES 
+ HEEL, EDGE AND BOTTOM FINISHES + 
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Looks just like his dad... those freckles and red hair... got the 
same long, narrow foot too. Seeing him scoot around here on that 
fitting stool reminds me of the way his dad used to do... only he called it a 
‘fire engine’ instead of a ‘tank’. Yes, I’ve known the Howards a long time... 


went to school with that little fellow’s grandfather.” 


Like many other retailers who handle WEATHER-BIRD and PETERS 
DIAMOND BRAND SHOES, this man has been serving his community 
a long time. Many changes have taken place since he started in business, 
but his customers’ confidence in him and the shoes he sells is unchanged. 
His reputation is built on service ...the shoes’ reputation is built on 
Better Fit, Longer Wear, Comfortable Flexibility. Today, as always, 
WEATHER-BIRD and PETERS DIAMOND BRAND SHOES are made 
of the best available materials...by expert craftsmen...over better fitting 


lasts. No wonder they are the outstanding va/ue-buy in children’s shoes. 


AND Sfexs DIAMOND BRAND SHOES 
FOR BOYS AND GIRLS 
PETERS SHOE COMPANY «+ DIV: INTERNATIONAL SHOE CO. + SAINT LOUIS 


@> WEATHER- -BIRD 
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This is Pancho the goat from th 
Andes, whose hide is made into NUROCG | 


The natural soft lining of this shrunken gre 


By M. Wolf's 


goatskin is idear Be ter all home 


front walking and \ working, as well as factory» 


7 work. NUROCCO is porous and therefore health. § 
© ful and cool as are all goatskin and kidskin’ 


_ leathers It is scuff resistant and water repellent, q 
ich insures a long life for the shoe. NUROCCO, 
_be cleaned and polished easily. 








Boot and Shoe Recorder 


























RAMEE a Bp gO ND gt 


n P Rly 


Limits 


ihe 7h 


ti OME ab, 0A 


Tuis is the time to think about 
the future. While most merchants feel 
that they can sell more shoes than they 
can get in the better-grade lines, it is just 
as important that they make each sale 
strengthen the foundation of their busi- 
nesses for the future. Wise retailers look 
beyond immediate sales. They are inter- 
ested in making each purchaser a per- 
manent customer. One of the foremost 
factors in accomplishing this result is 
the Foor De icut Patented Double 
Cushion.* The satisfactory results ob- 
tained from this cushion were never more 


important than they are today 





«Double Cushion?? 


Foot Delight relieves the strain of both metatarsal and transverse 
arches with one cushion which gently fits the bottom of the arch area as 
no other shoe made. Protected by National Patent Corporation, Chicago. 


OES 


Most Foot Delight Shoes are Retailed at $8.95—$10,95 
BANCROFT WALKER COMPANY 
WALTHAM + MASSACHUSETTS 
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The fair lady presents her 
stamp book at the ration 
desk—in precise conformity 
with O.P.A. 


The shoe selling staff 
—fit for fitting and 
all in friendly fellow- 
ship — 100% bonds 
buyers to boot Hitler. 


Miss Jean Stewart, smartly 
eager to do her part as an 
American business woman, 
puts her foot problem right 


cic Mae THE BETTER THE SHOE 
THE EASIER TO FIT... 


ESPECIALLY IF IT’S Al. 


W. B. COON SHOE 


"Only the working, fighting fit will survive” is 
the slogan of Crowley-Milner Co., posted through- 
out this famous Detroit store. It's a fitting phrase 
for the shoe department, too. 


Shoe Manager, Walter H. Magee is proud of 
his sales staff. Look ‘em over—fitters all. Mr. 
Magee says: “Every man and woman in this family 
of fitters is competent to fit W. B. COON Shoes 
to customers with normal or troubled feet. In fact, 
the better the shoes, the easier to fit. There are 
fitting values in W. B. COON basic lasts and 
classic styles to satisfy every particular feminine 
foot in Detroit and our organization can do the 
job—plus!"’ 
This huge shoe department occupies a major 
section of the second floor of the Crowley-Milner 
Building. I+ rates high in shoe merchandising be- 
— cause the shoe executives "do not ask of a sales 
A W. 5. COON taverte ane person any more responsibility for service than 
puts @ touch of potent te a a what the heads of departments are willing and 


her walk—for th ernal . — , 
feminine wants edhe with is, competent to do themselves—at the fitting stool. 


utility—paired. 








Cae. 


« Praized to Retail at ¥8 10 122M, 








pon good for 


it is w 


A AeA Coon doth : 


. are known for their 
0 & i up ior Fit, Long Wear 
pent nd Exee tional Shape- 


‘ 





_H. MAGEE, Buyer L. E. SILVA, Ass“ 


GREATER APPRECIATION or QUALITY ano SERVICE © 


says Walter H. Magee 


i j ‘s life when he is Every business today must play a part in American 
Comes a time in every shoe man's life when War Life—and here we see Walter H. Magee 


proud to acknowledge the wisdom of long and con- proudly carrying the banner for his shoe department 


stant friendship with source of supply. employees: 
In Crowley-Milner's shoe departments for thirty caieus to adie at owes 3 


years W. B. COON Shoes have been sold to genera- or her income in War Savings Bonds. 
tions of Detroit women who want and need fine shoes 
in correct and corrective lasts. 
Dividends of devotion to the ultimate consumer are 
now collectible at the Ration Coupon Desk, where 
Stamp |7 is presented for the very best in footwear— 


in appreciation of both quality and service. 


Team work is important and willing cooperation 
plays a part in every transaction for, it takes hundreds 
of sizes in-stock to make available the one right size 
for the right foot. So a master stock of W. B. COON 


Shoes is kept in forward stock, supplemented with a 
constant call for sizes to fill-in to the Constant level 
needed for efficient salesmanship. The ration coupon 
has put its emphasis on the fitting stool—with an in- 
telligence on both sides of inte ete American wo- 
men fit for their part in America-at-War. 


} B. COEN COMM oe LS coeerreceend 








Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


UNITED LAST COMPANY 
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FIT for ACTION 
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These are the determining influences 


in a woman’s war-time choice of shoes .. . 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 


widths because they are made 





over United Lasts. 
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fle can’t take a forward step without 
mbber. A plane can't fly, a truck 
can't move without rubber. Millions of 
pounds of rubber are needed to fight 
and win this war. 

The rubber for your rubber-soled shoes 
goes into action with him . . . and Avon 
does its part to speed him on! It takes 
millions of pounds of rubber to keep 
them going on the road to victory. 
There's a limited supply of certain 
types of reclaimed rubber allocated for 
essential civilian use. We are using our 
share of this in producing the best pos- 
sible quality of black Avon soles for 
sturdy, practical shoes. In war as in 
peace the name Avon stands for integ- 


rity and dependability . . . for scientific 





processes .. . expert workmanship. 


AVON SOLE COMPANY 


Avon, Massachusetts 
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Buy war sOnos 
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TREE 


( FULL TYPE ) 





A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
In demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
penell te setts ond of pin. will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 











gh ne tat 


‘ 
oe Sn, 
‘ t 


<= ~ 





























O. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 


Branch of United Shoe Machinery Corporation 
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THE Merchandise Mart, Chicago, 
IIL, says: 

“Merchants worthy of the name 
will give everything they’ve got this 
war time Spring, 1943—their best 
brains, heart’s strength—everything 
into the winning of the war. Con- 
centrated merchandising efforts will 
remember : 











1. that winning the war is our first 
aim; 

2. that we must prevent further infla- 
tion ; 

3. that we must get as fair and sound 
distribution of goods to all retailers and 
to consumers as is possible; 

4. that we must prevent and discour- 
age waste; 

5. that the good of the whole country 
must be considered first —before the good 
of any one person, or group of persons.” 

The same source further stated: 
“Good merchants know that funda- 
mentally sound principles of mer- 
chandising must be followed all of 
the way. Good merchants make the 
most of change and use their energy 
in thinking and working for better, 
sounder ways of doing things—not 
in complaining. Good merchants 
are going to be in business when 
the war is over. They see those 
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of the Ty ade 


things that must be done to make 
survival possible. Good merchants 
have the qualities of real leaders to 
encourage, to inspire, to proceed. 
Good merchants will not be satis- 
fied with doing average jobs. They 
will work for and do better jobs. 
Good merchants will do everything 
they can to win the war.” 


* * & 


EDWARD M. JAYSON of the Jay- 
son Shoe Company, Los Angeles, 
Calif., says: 

“I am offering a suggestion that 
may alleviate, to a small degree. 








“some of the sole leather problems 


confronting us today. 

“In days gone by when sole 
leather was plentiful, many manu- 
facturers sent out samples of cut 
soles which, if returned to the va- 
rious factories today, could be used. 
This came to my attention a few 
days ago when I came across about 
a dozen pairs of soles that I sub- 
sequently sent to one of our re- 
sources, for whatever good they 
may be to them. 

“It is my opinion that if all job- 





bers, wholesalers and _ retailers 
alike were to dig into some of the 
obsolete corners of their offices or 
places of business, thousands of 
pairs of soles may be salvaged and 
put to good use.” 
* * 

WILFRED J. MOY of Moy & Moy, 
“Your Bootmen” at 59 Langtree 
Avenue, Mildura, Australia, writes: 











“Ralph Hitchcock called yester- 
day and we had another long talk 
about U.S.A. and in_ particular 
about shoe stores in America. Ralph 
was an employee of an airplane fac- 
tory when in U.S.A. 

“We sold Ralph a pair of shoes 
some time back and he has been a 
regular visitor ever since. We ex- 
plained to him that we regard the 
RECORDER as our business bible and 
we were happy to show him our 
October 24 issue, which had just 
arrived. 

“We have sold shoes to many 
Americans who spend their leave in 
this town. The information from 
the Recorder has made it easier for 
us to anticipate the wants of our 
American friends. One of them re- 








marked that he had to come all the 
way to Mildura to find an American 
shoe store. You see, our front. 
which we rebuilt two years ago, was 
inspired by illustrations which we 
saw in the Boor anp SnHoe Re- 
CORDER. War conditions limited our 
building plans but we hope to com- 
plete them after the war. By all 
accounts of America’s war efforts, 
Victory should not be far off. 

“I notice your mention of ration- 
ing in October 31 editorial. We 
have had rationing here since June 
15, 1942. Of the many difficulties 
there have been none that could not 
be solved. Shoe stores without re- 
pair departments have suffered 
more than we. What business we 


have lost in retailing we have made 
up for in our repair department. 
Since rationing this section has 
boomed. 

“I hope we can continue to get 
the Boot anp SHor Recorper. It 
helps us a lot.” 





WALKER T. DICKERSON of the 
Walker T. Dickerson Company, Co- 
lumbus, Ohio, celebrates his fiftieth 
anniversary in the shoe business. 
His motto, which he religiously has 
followed, is “Light, Heat and 
Power.” He describes it this way: 

“Light is vision and imagination. 
Heat is enthusiasm and execution. 
Power is direction.” 

It must have been a combination 
of these principles that transformed 
Mr. Dickerson from a $5 a week 
clerk as a boy to one of the city’s 
biggest industrialists. This man 
takes pride in his organization of 
hundreds of employees. He has in- 
stituted a peculiar business prin- 
ciple which has shocked many 
hoary-headed conservatives. 

“Why,” he asked, “do we pay 
dividends on capital investment and 
not on human investment?” So 
he answered his own question by 
arranging to pay his employees divi- 
dends on their work. If a man 
earned $2,000 during the year his 
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“FEATHERBEDS" 


WE WANNA RAISE 





—I'm taking the liberty of ag 
ing an article that appeared in a 
recent issue of the excellent NEW 
YORK TIMES, and which seems 
to have a strong bearing upon 
many labor abuses which exist at 
a time when the greatest war in 
all history is raging and when 
manpower is such a serious prob- 
lem in handling our part of this 
wor: 

— Painters’ unions in various cities im- 
pose restrictions on the use of spray- 
guns, in order to slow down jobs. 

—"A local of the teamsters' union re- 
quires that every truck entering the 
New York metropolitan area have a 
local driver in addition to the driver 
already employed. 

—"Engineers on many fast passenger 
trains work only ten calendar days a 
month, for which they receive forty- 
eight ‘basic days’ pay.’ 

—"In various cities the electrical union 
requires that if any temporary light 
or power is to be used on a construc- 
tion job there must be a full-time 
maintenance electrician who shall not 
be permitted to do any construction 
work. 

—"In some cases plumbing unions in- 
stall pre-fabricated piping only if the 
thread is cut off at one end of the 
pipe and new thread is cut at the 
job site. 

—"In Chicago employers cannot bring 
in truck cement mixers unless they hire 
extra men to stand around and watch. 

—"In many theatres a ‘full crew’ of 
scene shifters must be employed even 
in plays where there is no change of 
scenery. 

—"These are typical ‘featherbed' re- 
strictions. There are many thousands 
like them. In the present search for 
manpower nobody is doing anything 
about them." 


aD © 


President 





6 per cent dividend would be $120. 
Last year the dividend increased to 
10 per cent. Maybe you'd rather 
call it a bonus. Not only that. He 
arranged so as to pay these divi- 
dends in four equal installments. It 
was no accident that the payments 
are made only five days before each 
income tax payment is due. The 
company hasn’t lost a day’s work 


for its men since the bank holiday 
of 1933. Since 1936 every employee 
has been paid for holidays falling 
on a work day. While industry 
seeks younger men, Mr. Dickerson 
will almost purr as he informs you 
that 81 of his 154 male employees 
are over 50 years of age. And there 
is affection in his voice as he tells 
you that working for him are 2! 
mothers and 5 fathers of the 29 
former employees who are in the 
service. He conducts a_ personal 
correspondence with the 29 service 
men. This is one detail his secre- 


taries can’t handle for him. 
oa = * 


RICHARD GOULD, president of 
the A. J. Bedford Shoe Company, 
Lititz, Pa., says: 

“Due to the present rationing con- 
dition we have decided to make it 
our policy to back up our shoes. 
Since only one pair of shoes can be 
purchased with the Number 17 cou- 
pon, we have decided that we will 
rebuild our shoes after they have 














become worn, for the price of 85 
plus postage. In this way your cus- 
tomer would really receive two pairs 
for one stamp and value which we 
do not believe they could duplicate 
for under $4.00 to $5.00. 
“Another advantage of _ this 
proposition is that when the shoes 
are rebuilt they can be made one- 
half size larger in case they have 
become too small for the wearer. 
The reason for this is that we intend 
to relast these shoes, if necessary. 
using new counters, box toes, in- 
soles, welting, outer soles, heels, and 
where necessary, repair the lining.” 


* * oa 


Dr. JOSEPH LELYVELD, chair- 
man of the National Foot Health 
Council, Rockland, Mass., says: 
“During National Foot Health 
Week—April 26 to May 1—we are 
going to put a special emphasis on 
industrial foot care. I believe that 
if the medical departments of in- 
dustrial plants would give employees 
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foot health and footwear advice, 
war production could be stepped up 
at least 10 per cent. 

“This year, more than ever, it 
js vitally important to stress foot 
health and what it means in man- 
hour losses to industry if feet aren’t 


properly fit.” 


aa * * 


A. Vv. FINGULIN, managing secre- 
tary of the National Leather & Shoe 
Finders Association, has a married 
daughter who overheard the follow- 
ing in a shoe store up in Evanston, 
Illinois : 








“She was driving the patient shoe 
store clerk to his wits’ end, for he 
had dragged down from the shelves 
and shown her just about every type 
and style of shoe in the place. Noth- 
ing suited her. The doodad on this 
shoe wasn’t right and the gimcrack 
on the other one was wrong. . . . 
‘One just can’t get what he wants 
these days. Isn’t war hell?’ she ex- 
ploded to a young mother sitting 
in the chair next to hers. The an- 
swer was a calm one: ‘My husband 
is stationed somewhere in North 
Africa. My brother is in a hospital 
somewhere in the Solomons. And 
you can’t get exactly the shoe you 


want. Yes, Madam, war is hell!!’” 
* a 7 


ROBERTS, JOHNSON & RAND 
send reprints of their advertise- 
ments in the Boor anp SHoeE Re- 
CORDER to merchants everywhere, 
with an accompanying message, 
saying : 

“There’s a touch of the future in 
our thoughts. To some a glance into 
the future may reflect over-confi- 
dence. To others it is thrilling, 
progressive and thought-provoking. 

“Sure, we fully realize we still 
have a war to win .. . and then the 
peace. But in the meantime many 
new inventions and new techniques 
are helping to build our mighty war 
machine. From these we foresee a 
peacetime future of miracles. 

“Certainly now is the time to 
think and plan for our post-war 
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world. For this final world can be 
no better than the plans from which 
we build.” 


. * * 


NORMAN L. KUEHNER of Fisch- 
ers Shop, Trenton, New jersey, 
says: 

“It seems that one can always dig 
out a world of suggestions from the 
Recorper’s ‘Voice of the Trade.’ 
I, for one, am always after these 
helpful thoughts. Enclosed you will 
find fifty cents in coins for which 
I would have you ship a copy of 
The Shoe and Leather Lexicon. 
Yours for more timely Trade- 
Helps.” (50c. per copy, prepaid. 
Address: Boot and Shoe Recorder, 
100 East 42 Street, New York City.) 


* . * 


CHARLES H. PERRY of Brown’s, 
Red Oak, Iowa, says: 

“IT would like to mention some 
things going on in a number of 
manufacturers’ dealings with the 
small retailers, that we feel are un- 
fair. We have one manufacturer 
from whom we have purchased 
shoes for at least ten years and they 
now write us that our purchases 
have been very small and they are 
unable to service us until after the 
war. 

“We wonder if this manufacturer 
feels any obligation to people who 
make it possible to treat their labor 
fairly. Now, because of situations, 


they can use all of their shoes in 
their own stores and in large retail 
stores and they are putting the 
small retailer back of the ‘eight 
ball.” And after all it is the small 
retailer who is the big purchaser.” 


- . 


JOHN J. TERRELL of Ponca City, 
Oklahoma, says: 

“The present rationing law as 
written, tends to prejudice consum- 
ers against cheaper shoes even 
though these shoes have been the 
back-logs for thousands of dealers. 
This is the reaction in my store 
since rationing. Unless some relief 
is forthcoming, and soon, I will 
have little use for ration currency 


toward procurement of new shoes.” 
- 7 * 


IRENE DUNNE walked out of a 
Beverly Hills shoe store last week, 
minus her No. 17 shoe coupon, as 
well as two inches in height. For 
her role in the new M-G-M picture 

-“A Guy Named Joe,” Miss Dunne 
parted with her coupon for a pair 
of low heel brown calfskin walking 
oxfords. The star will wear but one 
ensemble throughout the picture— 
an outfit which calls for the type of 
shoe purchased. This is a kind 
never previously owned by her, as 
all her personal shoes carry a three 
inch heel height. Ironically enough, 
her first ration coupon goes for a 
type of shoe she never wears! 
























































“He gets the last shred of wear out of ‘em since he learned that a third of the sole leather 
supply has been allocated to the Army and Navy.” 
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Every Store a Service Station 


National Foot Health Week, April 26-May 1, gives 
Shoe Merchants an Opportunity to Teach Customers 
Importance of the Right Shoe Rightly Fitted When 
Rationing Limits Purchases to Three Pairs Yearly 


ANNOUNCEMENT of National Foot Health Week, 
April 26 through May 1, 1943, focuses attention on an 
opportunity and an obligation on the part of every 
good shoe store in America. Never has there been as 
great a need for the American public to understand 
and appreciate the importance of their feet and how 
to care for them. Never has it been so important for the 
shoe merchant to get back to the primary function of 
his calling—to help people gain and retain foot health. 
Never has there been a time when it was so important 
for every shoe store that is equipped to render com- 
petent service to join with all other stores, groups and 
individuals who are sincerely interested in contributing 
toward the winning of the war through better foot 
health, in a program of education in foot care. 


SPEAKING at the Foot Health Mobilization Confer- 
ence sponsored by the Podiatry Society of the State of 
New York, on Jan. 17, Mrs. Margaret Mettert of the 
Women’s Bureau, United States Department of Labor, 
brought out some interesting points concerning the foot 
health (or lack of it) among women in war plants. 
Said Mrs. Mettert: “Reports from industrial physicians 
now indicate that increasing numbers of women ac- 
cepted for factory work have physical defects. Among 
the principal defects are foot abnormalities. Along with 
this and with considerable bearing on it is the increase 
in numbers of obese women who are being accepted 
for factory jobs.” 

Mrs. Mettert ranks footwear as the chief culprit, but 
adds: “Whether we should blame the shoes that women 
wear on the shoe manufacturer or on the consumer could 
be the subject of another discussion. The worker wants 
something cheap and fashionable. The shoe salesman 
wants a good selling line. Little consideration has been 
given to women’s footwear in many industrial concerns 
and it is not uncommon to see trimly uniformed women 
workers wearing all sorts of shoes, high heels, rundown 
heels, worn soles, open toes—wearing out the old party, 
beach or play shoes at the factory. 

“Dr. Charles Francis Long, medical director of a 
large woman-employing plant tells how a pair of such 
shoes opened a safety campaign in that plant. One of 
the employees coming downstairs lost both heels from 
her shoes and sat down so violently that the end of her 
spine was broken. Those shoes were paraded through 
the plant on a truck beside a pair of good work shoes, 
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and from that time on low-heeled oxfords were the onl) 
working shoes women were allowed to wear in the plant. 
No shoe accident has occurred since. The type of the 
shoe is not the whole answer. It must fit the individual 
foot. Simply expressed, a good shoe must fit and grip 
the hind and middle parts of the foot and allow free- 
dom for the toes.” 

Other interesting points were made in this talk that 
reveal good promotion ideas for National Foot Health 
Week, or any plan of educational work. But factory 
workers are only one group who need foot health coun- 
sel and education. Men, women and children in every 
walk of life are included, for never in this century have 
there been so many people spending so many waking 
hours afoot! 

In past years Boot aNnp SHOE REcoRDER has urged 
good shoe stores to join in promoting Foot Health 
Week, and to invite local podiatrists, chiropodists, phy- 
sicians, health officials and all who are interested in 
community health and welfare to join with them. This 
year we “double urge” you to do this. We urge the 
local cooperation of every group and individual who 
can contribute something to the success of the move- 
ment to join in developing and carrying out a veritable 
FOOT HEALTH CRUSADE. According to figures and 
estimates available, lack of foot health subtracts 10 per 
cent from war work efficiency. A like subtraction is 
made from civilian activities. Now, with the govern- 
ment calling for doubled production in 1943, the ques- 
tion of foot health doubles in importance. In plain 
English, any shoe merchant who fails to help better the 
foot health of the people in his community is failing to 
do his share in this TOTAL WAR! This is no time for 
indifference. It’s not merely a question of using Na- 
tional Foot Health Week as a commercial means of 
increasing your shoe business, legitimate as it has been. 
and now is—it’s a question of contributing skill and 
understanding toward helping to solve a big problem 
that you are better equipped to solve than anyone else. 


BUT remember, you are not alone in this movement. 
The National Foot Health Council, as heretofore, is 
conducting an active campaign. As mentioned before. 
the Podiatry Society of New York has launched a 
statewide movement, in which shoe merchants and all 
others interested are invited to participate. Their aims 

[TURN TO PAGE 27, PLEASE] 
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Official Poster Design for National Foot Health Week. The 
poster is printed in patriotic colors, size 17 x 22 inches. 





























HISTORY abounds in instances of well meaning but 
misguided movements which, in the long run, caused 
more harm than good. Their good intent brought them 
acceptance; the “catch” often was not revealed until 
irreparable damage had been done. 

There’s a movement afoot today—stemming from 
the rationing of shoes—which is a shining example of 
a well meant but potentially dangerous practice. We 
refer to the children’s shoe exchange, started as a means 
of making shoe leather go further under rationing. It 
cropped up in isolated spots at first; it is now becoming 
widespread, and no action has been taken to put it out 
of working order. Shoe retailers, whose obligation it 
is to educate their customers to the harmful potential- 
ities of a practice such as this, prefer to maintain an 
isolationist attitude; some shoe men are even mis- 
guidedly sponsoring the plan. 

Here’s how it works: children are urged to bring to 
their schools shoes in good condition which they have 
outgrown. Under the plan, the children are then per- 
mitted to select from the pile of shoes collected footwear 
which, supposedly, fits them, in return for the shoes 
they have contributed. Even in theory the plan is not 
good. Who is to decide whether or not the children’s 
selections fit? The teachers? The principals of the 
schools? Or the children? 

Every shoe merchant worthy of the name knows the 
danger of misfitting growing feet. Every shoe man 
should know how the foot structure changes from soft 
cartilaginous masses when the child begins to walk to 
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In this Atlanta, Ga., 
school the shoe ex. 
change is flourishing. 
Here the exchange is 
operated by the chil- 
dren who mistakenly 
consider that they are 
performing their patri- 
otic duty in conserving 
shoe leather. Notice the 
ages of the children 
participating 


It Shouldn't Happen 


the final bony structure many years afterward. Any 
shoe man who deals with children’s feet should know 
that the final hardening of the bones of the foot does 
not occur until around the fourteenth year, with full 
development around twenty years of age; up to that 
time there are still soft or semi-soft masses of cartilage 
which are entirely dependent on the proper support 
and perfect freedom of well-fitting shoes for their un- 
hampered development. A misfitted shoe pushes the 
soft masses into unnatural positions, causing foot de- 
formities and, too often, illnesses in other parts of the 
body directly attributable to the stresses and strains 
imposed on the feet by improperly fitting footwear. 

There’s another danger in passing shoes from one 
child to another: often the first child has a foot which 
needs correction of some sort. Usually the correction 
is built into the shoe in the form of cookies, wedges, 
etc. Another child with a normal foot of the same size 
as the first would suffer maladjustment by wearing shoes 
embodying these corrective features, and might distort 
his own foot to such an extent that it in turn would 
need correction. 

This would hardly be a saving of shoe leather; the 
correction now needed by the child would render worth- 
less to him his old shoes which had no corrective fea- 
tures—and there would be one more child with foot 
trouble. Multiply this by thousands—and you'll have 
an idea of the vastness of the danger. 

A Bridgéport, Conn., newspaper editor hit the nail 
on the head. He wrote an editorial recently on the shoe 
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A fifth-grade “shoe fitter” in an Atlanta 
school helps a seven-year-old second- 
grader in making his selection of shoes. 
Expert fitting is impossible in such cir- 
cumstances and even good fit is ex- 
tremely rare. Most of the shoes in the 
foreground, from which the selection is 
made, are more than slightly the worse 
for wear. 


by ANNE R. DAVID 














MOTHERS 


Join The Marshfield Fair's 


SHOE EXCHANGE 


toa CHILD... 












Right—Here a retailer in Marshfield, Wisconsin, 

sponsors a shoe exchange “as a contribution to 

the war effort.” A contribution such as this is of 

doubtful value. Below—The twelve-year-old 

seated at the desk in a Glencoe, Ill., school re- 

ceives shoes for the shoe exchange, at a service 
charge of five cents. 
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Meare Boars, Bondo, through Sasmrdwy. 9 45 me 5 45 


The Children's Shoe Exchange, Operating in 
Schools Throughout the Country, Is as Dan. 
gerous a Practice, from a Foot Health Stand- 
point, as Any That Has Been Devised by a 
Well Meaning but Uninformed Public. It's the 
Shoe Retailer's Job to Put a Stop to It by 
Educating His Customers to Demand Perfect 
Fit for Their Children's Feet. 








YOU CANT RATION & 


A CHILD ON ACTIVITY OR GROWTH 


., bet pow cas bag quality shoes io care fer beth! 


We've been ip the children’s shoe busines for + hong time, selling good 
shoes and fitting them mgt. | the hand of experence thet counts far 
@ bet these days You cam be cure of shoes that ore large enough to let 
fer the mormal growth peried. but sot so large that they T) myare the foot 
And they're of » quality that will makt ene or two resolings worth while 
You can’ raton » child on wear or growth. but you cam case the situation 
by buying wisely! P. S—Be sare to bring your reten book! Young 
People’s Shoes—Fourth Flow Also ut Evanston, Oak Part, Lake Forest 


This ad, educational in flavor, is the type 

which could well be used as a model by other 

retailers of children’s shoes. Here emphasis 

is put on proper fit. Contrast this ad with the 
one on the preceding page. 











exchange plan, and some of his pointed comments are 
worth quotation: 

“It has taken us many years,” he pointed out, “to 
learn that the fitting of shoes to children’s feet is vitally 
important if the children are to have sound, healthy 





BOOT AND SHOE RECORDER’s Pledge of 

Service sets forth a policy of perfect fit for 

every child which shoe retailers should pro- 

claim to their customers. Post this Pledge 

conspicuously to help combat the dangers of 
the shoe exchange. 














M 
A 


feet in the future. We no longer compress, mutilate or ee 2 Zz. 
distort children’s feet by squeezing them into badly- Uncl 
designed shoes, or shoes of the wrong shape, or shoes More 
too small for the wearers. We have grown more civil- ‘a Hel 
ized in that respect. VA Taxe 
“A return to the shoe exchange idea is a return to the Vol 9 this 
system which we have fortunately discarded. It means sorie 
badly-fitting shoes with consequent foot distortion for eC : and 
many children unless these exchanges are actually oper- . ervice Patr 


ated by trained shoemen who know just how to fit the 
youngsters properly.” 
Boot aND SHOE RecorpDerR has always advocated 
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painstaking care in fitting of children’s feet by expert “a = 
shoe fitters. Some years ago we published A PLEDGE ON. dle pledges 3 ie a 
OF SERVICE. (You'll find a reproduction of that low k 
pledge elsewhere on this page.) That pledge should 
: . . : That every pair of children’s shoes we sell will be carefully have 
be hung in every shoe store serving children; it should aad see St wae 
be shown in store windows; it should be featured in prs cero e PMT a is » vo 
advertising. Only by concerted effort on the part of ientintbieieaiataniel Ginstitbens tetas, a 
shoe retailers c2n we hope to eliminate the evils inherent without proper fitting, may cripple or injure the feet of a 
in the shoe exchange system. growing Americans. : 
right 
Customers must be educated to demand perfect fit— i aie 
and to forbid their children to accept shoes selected at shisha diieiedbhianstatncaniiniitiiadititie And | 
school without attention to the size, shape or general oar 
contour of the shoe and its relation to the foot. 
[TURN TO PAGE 29, PLEASE] 
April 


Boot and Shoe Recorder 

















Make ’Em Walk 


by ELEANOR RUTLEDGE 


And Make ’Em Like It... 


Uncle Sam Is Out to Make Us a Nation of Walkers. 
More We Learn to Walk and Like It, the More We Shall 
Help to Conserve Gasoline and Tire Rubber and Over- 
Taxed Transportation Systems. You Can Do Your Bit in 
this Campaign by Displaying Attractive Walking Acces- 
sories—Over-Shoulder Bags and Pouches, Sturdy Stockings cotton sport stocking 
and Socks. You Can Stress the Idea that Walking Is 
Patriotic, Is Fun and Is Good for the Health and Figure. 


“WOMEN are walking more. Women are working 
more. Women are on their feet more.” We've been 
hearing words like this for many months now. It’s an 
old story to you. You have been promoting and selling 
low heel walking shoes for the past two years. And you 
have been giving your customers real service in fitting 
them to practical, comfortable types of shoes. But how 


‘ about the other items that women should have with 


these clothes? How about the right kinds of stockings 
and socks? Sturdy cottons, for instance, which look 
right and feel right and are soft and perspiration ab- 
sorbent? Or the heavier rayons now on the market? 
And how about handbags which hang on the shoulder, 
leaving hands free? Or the pouch bags, big enough to 

[TURN TO PACE 29, PLEASE] 
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The Illustrated above: Left 
to right: Unlined and 
cool with flexible sole, 
this is a popular walking 
shoe from Marshall, Mea- 
dows & Stewart Casual 
Classics. Lace rib mesh 


from Gotham. Felt over- 
shoulder bag made in 
wide range of colors from 
Friedman - Lobel. Most 
popular type of walking 
shoe for the more conserv- 
ative woman who wants a 
soft, light shoe with comfort 
features, this oxford from Irv- 
ing Drew. English knit cotton 
ribbed sock which can be worn 
up, cuffed, over stocking or 
with bare legs. Brown Durrell. 





At right: In this costume, this smart girl can do her 
daily dozen miles in the city just as well as in the 
country. Her low heel strap shoes are city or country 
right and so is her big pouchy bag made to carry her 
whole morning’s shopping. Instead of the strap shoes 
she might wear an oxford like the one shown at the left 
above. Or she might sport a low heel pump or an 
espadrille. Any shoe that has a low heel and broad 
tread and that stays on her foot with comfort is right 
for walking. Instead of the pouch, she could have an 
over-shoulder bag. 

















Rationing Spurs 


by MARTHA WEISLER, 
Los Angeles, Cal. 


Attractive ads, stressing the mer- 

its of the merchandise, attract 

customers to the store. Use of 

brand names serves a_ similar 
purpose. 
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iM DEPENDABLE FOOTWEAR 
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RATIONING of shoes does not 
mean rationing of advertising to 
West Coast shoe retailers. 
Advertising will now do a triple 
job: 1. Get new customers. 2. Sell 
specified types of shoes. 3. Keep 
the name of the store before the 
public for the duration and after. 
On the West Coast, advertising 
serves as a pointer to direct many 
new residents to established stores 
which have done a good shoe job 
for years. People who have come 
from points East to aid in the war 
effort want to know the right places 
to shop—places where they can find 
the well-known brands of merchan- 
dise they had been buying at home. 
This new population needs shoes 
regularly. Now, with the limitation 
of shoes by rationing, it is impor- 
tant for every store to attract as 
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many of these new customers as 
possible. 

It is important for the retailer to 
get his share of the new business 
now in order to establish perma- 
nent customers, for many of these 
people will remain here after the 
war. First impressions are impor- 
tant. The very first impression 
created by a store is through adver- 
tising in general and advertising of 
their name brands. Some of the 
ads reproduced on these pages are 
evidence of this thought. 

For instance, Oakland, in par- 
ticular, has many new residents. It 
is the thought of Arthur Weston of 
Charles Kushins Co., where there 
are many name brands, that through 
regular advertising they will attract 
their rightful share of these new 
customers. A similar thought was 


expressed by Otto Peters of Peters 
Bros. 

If thoughts of shoe retailers on 
the West Coast are mirrored through 
their post-shoe-rationing advertis- 
ing, it is apparent that dignity and 
absence of panic are the order of 
the day. 

Even with shoe rationing, traffic 
must be brought into the shoe de- 
partments of department stores. The 
only way this can be done is through 
a regular program of advertising 
named makes plus fitting resources, 
according to W. B. Triplett of the 
White House, San Francisco; H. 
Wiltermood of H. C. Capwell’s, 
Oakland; and H. V. Wetherby, who 
has the shoe department in Hertel’s, 
Pasadena. These men realize that 
shoe rationing does not mean dis- 
continuing the advertising of speci- 
fied types of shoes, whether it be 
with regard to fashion, materials 
or color. J. H. Mittenthal of Re- 
liable Shoe Co., Fresno, is proving 
his belief in advertising; facts show 
that Reliable is the most consistent 
shoe advertiser in Fresno. 


FOR some time before shoe ration- 
ing West Coast retailers were work- 
ing on a conservative campaign of 
advertising—using advertising to 
inform consumers of the merits of 
their products. Because of their 
knowledge of the changes in manu- 
facturing markets due to wartime 
conditions, they carried a theme to 
consumers, of buying what they 
need, not more than they need and 
choosing what they buy wisely. Be- 
cause government shoe rationing 
bas automatically taken care of the 
first two thoughts, it remains for 
the retailer to continue stressing the 
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West Coast Shoe Advertising 


ADVERTISING NOW HAS A TRIPLE PURPOSE, SHOE RETAILERS 


OUT WEST BELIEVE, AND KEEPING THE STORE NAME BEFORE THE 


PUBLIC IS OF MORE IMPORTANCE THAN EVER BEFORE. THE VOL- 


UME OF THEIR SHOE ADVERTISING REFLECTS THIS BELIEF. 


third. Through their current adver- 
tising, both Jesse Thompson of 
Thompson Co., Salt Lake City, and 
Chester Herold, Herold’s, San Jose, 
are expressing the thought of buy- 
ing wisely by bringing out the 
merits of their merchandise through 


attractive ads. 


ONE of the main thoughts with 
retailers is to keep the name of the 
store before the public for the dura- 
tion as a reliable place to spend 
one’s rationing coupons. This 
thought has been placed third in 
the tabulation of the triple job of 
advertising under rationing, be- 
cause most shoe retailers, though 
institutionally minded in their ad- 
vertising, think that in order to be 
practical they must consider mer- 
chandise advertising first on the 
list. There is a fine line of distinc- 
tion here so we shall leave it to 
individual opinion for the present. 

C. S. Browne of Browne’s, Mo- 
desto, is keeping the name of his 
store before the public with the use 
of small ads on the front page of the 


local paper several times a week. , 


Morris Kirch of Cinderella Slipper 
Shop, Beverly Hills, is continuing 
regular weekly space in the Sunday 
Los Angeles papers to tell the story 
Both Ed Ware of 


Angeles, and Max 


of his store. 
Gude’s, Los 
Rogell of Savon’s, Spokane, ex- 
pressed the happy thought of run- 
ning sportswear ads with and be- 
tween shoe ads because they were 
fortunate to have sportswear de- 
partments. As both of these stores 


April 3, 1943 


are known as shoe stores, the sports- 
wear ads help to keep the store name 
before the public. 

The big job of the shoe retailer 
today in advertising is to direct the 
customer to the right shoes now and 
later, whether it be 


spectators, 





colored shoes, sandals or pumps. 
After all, just because shoes are ra- 
tioned, all customers are not going 
to need walking oxfords right now, 
so why restrict merchandising and 
thoughts to types 


selling those 


alone? 
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Timely Tips on Fitting Feet 


Arch Troubles Play an Important Part in the Work of the 


Foot Fitter. This Chapter Gives Practical Suggestions, 


Useful Alike to Beginners and Experienced Salespeople. 


THE second arch with which we must be greatly con- 
cerned in fitting is the anterior metatarsal, which 
extends from the first to the fifth metatarsal joints and 
is perfectly dome shaped. The body weight is borne on 
the triangle composed of the heel and the first and 
fifth metatarsal joints. In this triangle are the four 
arches of the foot, the body weight being distributed 
from a straight body line so that each arch carries its 
share of the load. When any part of this structure 
Lreaks down or is forced out of line the whole structure 
becomes off-balance and the weight is unevenly dis- 
tributed. 

The first and fifth metatarsal joints are the founda- 
tion upon which the dome-like arch rests. When one 
or more of the second, third or fourth joints drops out 
of place they then absorb too much of the weight and 
the pressure results in irritation and inflammation. 
Soon nature begins to grow a callous to protect this 
joint, which eventually will become painful. The flat- 
tening out of this arch allows the foot to spread at this 
point, causing friction on the first and fifth metatarsal 
joints from the shoe. This may cause a corn or callous 
on the fifth metatarsal and a bunion on the first meta- 
tarsal. In this manner complications continue to grow. 

This condition may be caused by a short shoe, with 
constant pounding of the toes back against the joints; 
a too wide shoe not supporting the foot at the waist, or 
a sudden hard jar on the ball of the foot. Whatever 
the cause, the condition must be corrected before a 
shoe can be properly fitted. 

By running a thumb or finger over the metatarsal 
joints on the under side you can readily tell whether 
there are any starting callouses. If you find callouses 
or inflamation you will know that an abnormal condi- 
tion exists and then proceed to remove the cause. This 
may be done by fitting with a shoe that has the proper 
metatarsal support; inserting in the shoe a metatarsal 
pad, or by bandaging the foot with an insertion of soft 
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by PATRICK A. MORGAN 


cotton padding just back of the affected joint. In 
cases where the metatarsal has become flattened and 
rigid, it may be necessary to have the adhesions broken 
up by a foot expert before these correctives can be 
effective. 

You will get plenty of experience with this arch be- 
cause, as soon as people find out you are a shoe man, 
they will start telling you about their foot troubles and 
asking for advice. A large majority of these people 
will have metatarsal trouble, so it behooves you to be 
prepared. Some of the foot exercises previously men- 
tioned will benefit this arch. 

Bunions are caused by jarring friction, misplaced 
weight or short shoes. The constant jarring against the 
large metatarsal joint causes nature to grow layers of 
gristle within and around the joint to protect it. After 
this has continued for some time the joint becomes 
enlarged and inflamed to such a degree that it is painful 
to walk on. In its early stages you can arrest the devel- 
opment by fitting the shoe so that all friction and 
jarring are removed. Later, of course, it is a case for 
the surgeon or chiropodist. This stresses the importance 
of preventive fitting. The muscles, ligaments and bones 
of older people are less reactive to correction than 
those of young or middle aged people. Those who have 
gone through life abusing their feet will have to suffer 
the consequences, and by pointing out this fact to the 
younger ones you can gain their cooperation in correct 
fitting. A developing bunion may be relieved tempo- 
rarily with a bunion pad, but the cause must be removed 
to give any lasting relief. 

Corns also are a constant source of irritation caused 
by friction. Fitting the shoe slightly longer will lift 
the pressure from the ordinary corn and it will grad- 
ually disappear if the friction is kept removed. Corns 
between the toes must be relieved by a wider toe shoe 
and padding to keep toes apart. If the corns are the 
result of a spreading foot because of a weakening arch 
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CHAPTER V: Footnotes 
on Foot Problems 
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then the treatment must begin with the immediate cause. 

The failure of one bone or ligament of the foot to 
perform its proper function may start the development 
of a chain of foot troubles. Personally, I would rather 
“over-fit” than “under-fit.” “Taking a chance” on a 
shoe being long enough when there is a question of a 
“creeping” foot, is dangerous. Rather is it preferable 
to fit a half size longer where possible. There is not 
one complaint of a shoe being too long to a thousand 
of shoes being too short. Where formerly, the heavy 
selling sizes in shoes were four to six, today the volume 
sales are in the six to eight size run in women’s shoes. 
This is due to better fitting and a better understanding 
by the public of how their shoes should be worn. 

In keeping a record of customer sizes it is well to 
include notes on foot conditions and their reaction to 
your fitting. Only in this manner can you remember 
individual foot problems and know how your patient 
is faring under your supervision. Instead of asking 
whether the customer is having any foot trouble, it is 
far more effective to make your own observation and 
then state the facts. By keeping notes and giving 
friendly advice you will annex a following when they 
find that you are sincerely interested in their welfare. 
Every woman wants to have a beautiful foot and 
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every man wants to have his feet comfortable. Help 
your customer select the shoe best suited for the pur- 
pose for which it is to be worn. And be sure to tell 
WHY it is the shoe for the purpose. Appeal to vanity 
and comfort will go a long way toward the results you 
desire. You may not be able to coordinate all the 
things desired in one shoe and this is your opportunity 
to fit the customer in two or more pairs, each one for 
a specific purpose. Even the woman with a bad bunion 
wants to play hookey now and then from her corrective 
treatment. Fit her in a snappy shoe for evening wear 
and impress on her mind the necessity of the corrective 
shoe and treatment for all her “walking” hours. Dis- 
courage the idea of wearing an old shoe for comfort, 
as one that has become stretched out of shape or run 
over will not give the necessary support. Stress the 
importance of wearing the corrective shoe continuously 
and the need of two pairs for frequent changing during 
working hours. 

Only by getting the cooperation of the wearer can 
you achieve corrective results that will cause others to 
beat a path to your door. Be pleasingly persistent in 
your efforts to alleviate foot discomfort. Treat each 
case, patiently, on its merits and the good word will 
spread in ripples of contentment. 















The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Make Your April 10th Inventory True 


It’s not pleasant to use the bitter side of the tongue in 
the early days of April; but, after all, this is WAR and 
there will be more things bitter than sweet in 1943. 

There’s a national inventory to be taken as of April 
10th. It’s a serious undertaking because it serves a 
purpose far more important than giving to retailers, 
wholesalers and manufacturers a credit standing at the 
ration bank. It’s the first time in shoe trade history 
that a complete, recorded inventory of shoes on the 
shelf will be taken. Let’s keep it honest! Yes, we know 
that you have every intention in the world to declare 
precisely what you have on hand; but human nature 
is a perverse thing. 

Ever since the day when the Harvard Graduate School 
of Business Administration started the collecting of 
retail shoe store record of costs and expenses, retail 
figures have never been true. For twenty years, on and 
off, the records were kept and then abandoned. They 
may have served as a sample for comparisons, they 
never were what they should have been. The answer 
goes back to human nature. For example, a merchant 
doing a $26,000 business sent in his records as doing 
$52,000 worth. The only reason was to inflate his ego— 
give himself a good front. He was mentally a $52,000 
operator though actually he did only $26,000 worth of 
business. Well, you can’t get true figures by doubling 
costs and expenses, rent ratios, etc., and giving figures 
that are half real and half false. The whole purpose 
of keeping cost and expense records of retailing was to 
have an impartial measuring stick, based on fact—not 
fiction. 


WE cite this example only because long experience in 
shoes has indicated that business men and businesses 
like to appear bigger than they are. It is human nature 
to err in that direction. 

But this is one time when it just can’t be! There’s 
not only a stiff penalty on the part of government for 
such wilful deceit but there is the over-all penalty that 
can be applied to an industry that might indicate that 
it has on hand more shoes than are actually there. The 
next ration stamp period will be set on the April 10th 
figures. Remember, we are taking an inventory of 
125,000 places that vend shoes and there’s a helluva lot 
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of inertia in a lot of storekeepers who feel that paper 
work, forms, bookkeeping, records, etc., consume too 
much time, etc. 

After all, it takes physical manpower to take a true 
physical inventory and that costs money. Just taking 
the totals off the books isn’t enough this time. It’s a 
real inventory that’s wanted. Make it true and make it 
right! Break it down into its seven classifications. Strike 
a total! You will then receive a 50 per cent shoe pur- 
chase allowance of that total and you can add to it your 
No. 17 ration coupons that you have collected since 
February 9th. Any merchant, anywhere, who can’t do 
business on that ration-bank-credit is just plumb loco. 

Remember what Prentiss M. Brown, OPA Adminis- 
trator, says: “Nobody in business today can hope 
to do more than maintain his position. The suc- 
cess or the failure of this effort to hold our domestic 
economy together doesn’t depend upon some mysterious 
high-faluting force nor upon any group or class. It 
depends upon us—upon each of us—upon you and me 
and each one of our friends and neighbors. We can talk 
about policing and enforcing but in the last analysis it 
is the free-hearted, voluntary cooperation of each of us 
that will save us all. We stand or fall together.” 

Our only wish is that this national compulsory inven- 
tory could have been expanded to give us a true picture 
of the price and size structure of the industry at retail. 
Furthermore, if we were research-minded, that would 
give us a true picture of the national supply for 135,000,- 
000 persons because, mark you well, a lot of the size 
errors these buying runs-of-sizes and case-lots makes 
this national inventory too heavy on the end and un- 
wanted sizes and perhaps too light on the middle sizes 
or the boys’ range of shoes or the walking types of 
shoes, etc., etc. The obsolete shoes alone represent a 
huge total. There’s a world of vital information that 
could be obtained if each group in the industry were 
research conscious. We have said it before and we'll 
say it again: “Millions for style shows and cocktail 
parties in times of peace but not one cent for national 
research.” Practically only one organization, the Tanners’ 
Council of America, has a statistical organization of high 
merit. All the rest of our statistics are dependent upon 

[TURN TO PAGE 30, PLEASE] 
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YOUR OBLIGATION. .'. APRIL 10 


Here's What You Have to Do at the Close of Business 
Saturday, April 10, If You Remain in Business 


by RAYMOND H. GOODRIDGE 


As of the close of business Saturday, April 10, shoe retail- 
ing, the country over, takes the first all-industry shoe inven- 
tory. Manufacturers, wholesalers and retailers, independent 
and chain, all must join in their obligation to present to 
the government a full and complete picture of just what 
shoes are available in this country for civilian use. Between 
April 12 and April 17, retailers must file their inventories 
and sales records at their ration banks and open their ra- 
tion bank accounts. Otherwise they will be unable to pur- 
chase or sell rationed shoes. 

To control all situations that arise out of a newly-insti- 
tuted rationing system like the one that has been imposed 
on the shoe industry would be impossible. There are many 
questions that have arisen and will arise during the time 
this policy is in force. However, these situations and head- 
aches can be greatly alleviated by the wholehearted co- 
operation of the shoe industry at large. It is only through 
such cooperation between industry and government agency 
that a practical and workable plan of operation can be out- 
lined. This coming inventory and sales record is but the 
foundation for this new system; the stronger you make it by 
your cooperation in presenting an accurate and factual pic- 
ture of sales and inventory, the better will this plan work to 
your advantage. 

The complete instructions to be followed in your inven- 
tory and on the ration banking system as a whole, were 
given in the March 20 issue of Boot anp SHOE RECORDER. 
Stripped of their legal phraseology the steps te be followed 
are simple. 

The first thing to do is to go to your bank where you have 
(or already should have) opened a Ration Bank Account 
for the number 17 coupons and other shoe certificates you 
have taken in since February 7, where you will be given 
two copies of Form R-1701, the Shoe Inventory and Sales 
Record; two copies of a Signature Card and a copy of 
instructions. 

You must fill out and file both copies of the Inventory 
and Sales Record and two copies of the Signature Card at 
the bank where you have opened your Ration Bank Ac- 
count. One copy of the inventory will be returned to you. 
The Signature Cards are records of you and your partner’s 
signatures for your ration checks which you will draw for 
the purchase of shoes from your supplier. 

The Inventory and Sales Record forms (R-1701) must 
be filled out as of the close of business, Saturday, April 10. 
At the top of the first page of this form are spaces for your 
firm name, street address, city or town and state. Next is 
a check box where you signify the type of business; whether 
manufacturer, retailer or wholesaler. 

Number three space is for your sales record in dollar 
volume during the past twelve months for which you have 
records. In the second part of this question you are asked 
for the percentage of this given sales volume that was mail 
order business. 

On the reverse of this sheet are the actual questions per- 
taining to your rationed footwear on hand. 
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Typical Shoe Inventory Form 


SHOE INVENTORY 
AND 
SALES RECORD 


Name of Establishment 
(Please Print or Type) 


Street Address 


City or Post Office and State 


2 TYPE OF ESTABLISHMENT (Check one) 


| ] Manufacturer 


3% SALES RECORD 

(a) What were your 
sales of rationed types of 
shoes during the most 
recent full twelve months 
for which you have rec- 
ords? (If twelve months 
records are not available, 
supply information for 
any number of complete 
months for which you 
have records.) 

(b) What percentage 
of your sales in this pe- 


riod were mail order? ... 


INVENTORY OF RA- 
TIONED SHOES as of 
April 10, 19438, or 


(Fill in date) 


A Shoe Purchase Allow- 
ance will be granted to 
Distributors to enable 
them: 

(a) To send ration checks 
to their suppliers for 
shoes shipped after the 
effective date of the Or- 
der and for which they 
owe Ration Currency. 
(b) To send ration checks 
to their suppliers to au- 
thorize new shipments. 
When you return to your 
bank, make out a deposit 
slip in duplicate for this 
amount (Line No. 9) and 
present it with your two 
copies of this form. 


FROM THE EFFECTIVE 
DATE OF RATION OR- 
DER NO. 17 (3 P.M., 
February 7, 1943) 


up to and including the 
date of this inventory, 
how many pairs of ra- 
tioned shoes have you: 


(Do not write in this 
space) 


|x)Distributor (Retailers and Wholesalers) 


PERIOD No. Sales 
FROM TO Months in 
Mth. Yr. Mth. Yr. Covered Dollars 
Dec. 1941 Jan. 1943 12 $29,125.00 


sNeone ‘% 


Total 

Description of Number Line 
Rationed Types of Pairs No. 
fa) ib) ie) 

Men's dress shoes (sizes 5 
and over) 550 1 

Men's work shoes (sizes 5 
and over) 135 b 4 


Youth’s and boys’ shoes 
(sizes 8 to 2 and 2% to 6) 240 3 
Women's shoes isizes 2% 
and over) 960 4 
Misses’ and children’s shoes 
(sizes 12 to 2 and 8% 
to 11%) 230 
Infant’s shoes (sizes 5 to 8) 75 
All other rationed footwear 160 


~aao 


TOTAL—-LINES 1-7 IN- 


CLUSIVE 2,350 8 
SHOE PURCHASE ALLOWANCE 
(50% of line 8 above) 1,175 9 


(Manufacturers, do not fill in) 
(a) Sold to consumers 

against War Ration 

Stamps, Special Shoe 

Stamps or Certificates ? 

(Make out a Deposit 

Slip in duplicate for 

euch ration currency 

and deposit the cur- 

rency at your bank 

when you file this in- 

ventory) 918 10 
(b) Transferred to exempt 

buyers or shipped out- 

side the continental 

United States? None il 
(ec) Transferred to other 

Members of the Trade, 

for which shoe ration 

currency is owed to 

you? None 12 
(d) Received, for which 

you owe your sup- 

pliers ration currency? 250 13 


I HEREBY CERTIFY that I am the 
person or the duly authorized agent of 
the person whose firm name and address 
are listed above and that the information 
herein contained is true and complete to 
the best of my knowledge and belief. 
SIGNATURE TITLE DATE 

Any person who makes any false 
statement or false representation is sub- 
ject to criminal prosecution under the 
laws of the United States . 
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* Washington Newsreel * 


PRENTISS BROWN, recently appointed price admin- 
istrator, has received wide commendation for the way 
he is going about his job. That is because he is using 
common sense, of which he has a great abundance, and 
because he understands his responsibility to the public 
and accepts “public office as a public trust.” That is a 
refreshing thing, and a welcome turn from the per- 
formance of too many Government administrators who 
seem to take over office as a self-proprietary interest 
and that the public is entitled only to what, if any, 
service they see fit to dole out to it. Growing out of 
this habit of mind almost inevitably is what has come 
to be popularly known as a “crack-down policy” on 
business. 

There need be no false idea that Mr. Brown won't 
enforce the law as head of OPA. He has already dem- 
onstrated that fact. But, on the other hand, he has 
announced a reorganization plan that clearly shows he 
is not going to indulge in punitive expeditions against 
business but rather is going to establish his price con- 
trol and rationing program on a sounder and more 
practical basis. This means among other things that 
he will simplify OPA which had become unwieldy and 
impossibly cumbersome. Business men will be given 
a greater voice in administering the huge organization. 
Mr. Brown, former Senator from Michigan, an able 
lawyer, also is going to put businessmen instead of 
lawyers in key positions, That a decimation of the 
OPA battery of lawyers is a pressing necessity is evident 
from the fact that OPA has a vastly overstaffed legal 
division—in fact, so large that its 2700 lawyers equal 
almost 20 per cent of an Army division. In Great 
Britain a comparable price organization has only 10 
lawyers. 


MR. BROWN also is going to give more authority to 
local ration boards, a highly desirable step toward de- 
centralization. A “prominent Chicago merchandising 
leader” will become the new general manager, and that’s 
good news for merchants in all lines of business. He 
will replace John E. Hamm, senior deputy adminis- 
trator. who was the chief aide of former Price Admin- 
istrator Henderson. Selection of the Chicago merchant 
is the first move in keeping with Mr. Brown’s announced 
purpose of getting “more men of experience in the 
merchandising field who will be able to run OPA as a 
large and successful business undertaking.” 

Quite correctly, Mr. Brown has pointed out that OPA 
has suffered from adverse, “though partially justified” 
criticism, because it had relied too much on “crack- 
down psychology” instead of public willingness to 
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cooperate. To offset this Mr. Brown has decided upon 
naming a successful Detroit advertising executive to 
head OPA’s information office, and a Detroit attorney 
will simplify the sprawling legal set-up. To do this the 
attorney will analyze functions of the legal staff and 
submit recommendations. 

The personnel is to be cut, and that a sharp slash is 
in order is evident from the fact that it has mounted 
up to the enormous total of 45,000—equal to three 
Army divisions. But significantly, the enforcement 
branch personnel will not be pared. Mr. Brown, it is 
evident, will enforce the law, but he will not indulge in 
petty persecution. Petty things are out. Heckling the 
citizenry is not to Mr. Brown’s taste, and he is fully 
aware that the citizenry still has constitutional rights. 


DEMONSTRATION of this awareness has been disclosed 
by him. He said there would be no searching of homes 
for canned goods hoards, “except in the most flagrant 
cases.” Eastern pleasure drivers have been put on the 
“honor” system. Then there are other things Mr. 
Brown has done that reflects his realization of his duties 
to the public. He has announced that he will live within 
his means, not ask for a deficiency appropriation, and 
“do more with less,” a happy switch from the epidemic 
of squandermania, a plague that is so commonplace to 
Washington. Mr. Brown, wisely and naturally for one 
of his background, keeps “open house” for members of 
Congress, and receives their compiaints and suggestions. 
Mr. Henderson would still be price administrator if 
he had done likewise. 

Mr. Brown’s price control policy also is based on a 
sound idea. His job, he has said, “is to fix prices, not 
profits.” He proposes to reduce price ceilings in cases 
where the unit cost of producing goods has declined 
because of expanding production. He has said that it 
is necessary, however, to fix a price which allows a 
reasonable margin between costs and prices. Sensibly, 
he maintains that there isn’t much that price control 
ean do about profits. Rather, it is his idea, and one 
that is generally shared in business, that profits can be 
controlled by taxes and renegotiation of contracts. 

* . 7 
Peruvian Leather Industry Expands 


THE domestic leather industry has expanded its activ- 
ities in Peru so that, in addition to meeting the require- 
ments of the country’s extensive shoe industry it has 
produced from 140,000 to 150,000 pairs of leather gloves 
and increasing quantities of ladies handbags, picture 
frames, hand luggage, book covers and other novelty ar- 
ticles, the Department of Commerce said recently. About 

per cent of the total estimated Peruvian shoe output 
of 5,000,000 pairs annually is supplied by 10 important 
shoe factories, employing about 2300 persons. 
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JAMES H. SEWELL 
President & General Mgr. 
Burns Cuboid Co., Inc. 

P. O. Bow 1748, Santa Ana, Calif. 


Mr. Shoe 
Merchant 


If you were one of the 100 or more 
fine stores handling CUBOID foot 
balancers, and running the ad be- 
low, you wouldn't be worrying 
about dwindling PROFITS and 
your salesmen wouldn't be worry- 
ing about DWINDLING commis- 


s10n.. 


J. W. ROBINSON CO. 
of Los Angeles, Calif. 
is the latest addition to the Cuboid 
roster of fine department and shoe 
stores handling CUBOIDS. 


Comfortable 
war-time walking! 


3 Foundation for the cuboid 
bone, the “keystone” of the 
four arches in your foot. 

Not old fashioned “supports”! Cuboids 
will strengthen weak feet with scien- 
tific balance. For men, women and 
children. No metal! Interchangeable! 











April 3, 1943 


Every Store 
A Service Station 
[CONTINUED FROM PAGE 14] 


are stated in two brief sentences: 

“The purpose of FOOT HEALTH 
MOBILIZATION is to @advance the 
general health and welfare of the peo- 
ple by immediately launching a com- 
prehensive, educational program that 
will provide for the foot health needs 
of the people, in civilian and military 
life. 

“Our aim is to accomplish this neces- 
sary task through the establishment 
of concerted and cooperative efforts of 
all allied interests responsible for the 
foot health needs of the American peo- 
ple.” 

Participating in the Conference were 
shoe manufacturers, retailers, leather 
men, podiatrists, and civic health rep- 
resentatives. Samuel G. Staff, presi- 
dent of Julius Grossman Shoes, made 
the motion that a permanent foot 
health committee be formed to take 
hold of current foot health problems, 
retailers, manufacturers, podiatrists 
and government agencies to be repre- 
sented on the committee which would 
direct the pooling of funds and dis- 
semination of advertising in order to 
educate the public in the necessity for 
foot health. 

It is hoped and expected that this 
movement will quickly spread through 
all states, and also the national or- 
ganization. Members of the New York 
Podiatry Society are being urged to 
get in touch with shoe men in their 
communities, offering their cooperation 
in building a truly important local 
Foot Health Week program. Even 
though the conference plan may not be 
adopted by every state immediately, 
you will find local people who are in- 
terested in health and welfare, partic- 
ularly employers in war _ industries, 
ready and willing to cooperate with 
you. However, due to past experience 
in promotion work, and the set-up al- 
ready established in most communities 
for cooperative action among _ shoe 
merchants, shoe men are the logical 
ones to take the initiative. If you do 
not happen to have a cooperative set- 
up for shoe stores in connection with 
your local merchants’ association, Boot 
AND SHOE RECORDER will be glad to out- 
line, on request, the committees nec- 
essary, and plan of procedure. This 
might save time in getting started. 

Much can be accomplished through 
a state-wide or national educational 
campaign, but such plans, being of such 
wide scope, move slowly. 

While April 26 may seem some weeks 
distant, it’s time NOW to get started 
on your Foot Health Week Campaign. 
Your preliminary planning meeting 
should be held this week. Watch for 
future articles of this series in the 
RECORDER, giving plans and ideas that 
will be helpful in building a_ well- 
rounded promotion program, that will 
make National Foot Health Week an 
outstanding part of a great educational 
campaign for 1943. 











STEP UP 
YOUR EARNING POWER 


Under the Health Spot Shoe 
Shop plan, you participate in 
the profits earned in the store, 
in addition to receiving a regu- 
lar salary. Yet no investment 
is required. 


Your most important quailifi- 
cation is your ability to build 
satisfied customers whose repeat 
buying and the new business 
they create for you through 
telling others about Health Spot 


Shoes, builds volume sales. 


You have a real incentive to 


make the business grow, for 


your income increases as the 


store’s profits increase. 

This unusual profit-sharing plan 
in Health Spot Shoe 
Shops offers one of the best in- 


in use 


come opportunities in the retail 
shoe business and is attracting 
high caliber men who see in it 
their 


to cash in on 


a chance 
ability. 


Mr. T. M. Baker 
MANAGER 
HEALTH SPOT SHOE SHOP 
2042 Government St. 
Mobile, Alabama 
Mr. Baker is enjoying the bene- 
fits of the profit-sharing plan 
while this store steadily grows 
in volume under his able man- 


agement. 


MEN WANTED 
Men leaving for the service 
create vacancies and opportuni- 
ties. Send for your applica- 


tion blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE ILLINOIS 
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TIME was BS.R. (before shoe 
rationing) when stores operating 
in the medium and top grades were 
frankly out after. volume, both from 
multiple sales and from new cus- 
tomers. 

Multiple sales now are limited to 
a woman’s coupon ration plus such 
additional 
wangle from her family, while ra- 


coupons as she can 


tioning itself is causing swarms of 
people to buy different grades of 
shoes from what they bought pre- 
viously. It is this new trade that 
is causing plenty of headaches in 
store management. 

Frankly, the heavy out-go of pur- 
chases and the slowing down of 
incoming fine shoes has every shoe 
executive in a worried frame of 
mind. One store solved this sit- 
uation by establishing the rule of 
limiting its daily sales to 100 pairs. 
When this quota is reached, the 
doors are closed for that day, re- 
gardless of the time. 

Consumer buying, now that the 
big rush is over, has crystallized 
on two major objectives: getting a 
pair of dependable, serviceable 
shoes in the right size, the latter 
being the crux of the sale; getting 
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that ONE definite style shoe wanted, 
regardless of the amount of shop- 


ping involved. 


A CURIOUS situation has devel- 
oped in the two-tone spectator 
field. Some stores report excellent 
sell-out business, while others oper- 
ating in practically the same field, 
show little interest. A side light on 
this is the fact that the stores hav- 
ing the largest, most complete stocks 
sold out much sooner than those 
which had more or less toyed with 
spectators. 

Casual types have settled down 
in their selling according to grades. 
Popular priced models, requiring 
no coupon, are having a continued 
sale, not so great as when the ban 
was first lifted, but a fair amount 
of business which in turn is com- 
pensating a little for the sales lost 
in rationed street footwear. Top 
grades of casuals which require 
coupons are selling only slightly 
less than last year’s volume for this 
season with the indications of good 
business on them for the balance 
of the year. 

The payment of income taxes on 
March 15th was reflected in two 


Wilshire 
Boulevard 
And Broadway 


Los Angeles Stores Report Two Major Objec- 
tives in Consumer Buying—One to Purchase 
Serviceable Shoes in the Right Size and the 
Other to Shop Around Until the Desired Style 
Is Found. Buying Continues Above Normal, 
But Customers Are Careful in Their Selection. 


by HARRY R. TERHUNE 


extremes—in the stores catering to 
patrons in the high income brackets, 
and in the stores whose strongest 
appeal was to the girl making from 
$100 to $200 a month and who 
was paying her income tax for the 
first time. Both showed March 15th 
sales blues. 

A cross-section of today’s shoe 
selling thinking: 

JESBERG’S WALK-OVER—De- 
pendability and good fit are the 
present primary factors in shoe 
buying. Price, color and pattern 
preferences are of secondary im- 
portance. War workers tried to get 
by with their old shoes; some then 
tried the non-rationed play shoes; 
now they have found they must 
have good substantial shoes to do 
their jobs properly. Fitting is the 
great point in shoe selection now in 
functional types. Even in_ style 
shoes, the calls are for more sim- 
plified kinds, with the elimination 
of bows, frills and the like. Fully 
half of present trade is from new 
customers who are grading up. 

GUDE’S—High styles are strong 
sellers in the top grades, open toes, 
open heels, with a big call for 

[TURN TO PAGE 40, PLEASE] 
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It Shouldn’t Happen 
To a Child 


[CONTINUED FROM PAGE 18] 


There’s another angle to the ex- 
change plan which is second only to the 
fitting problem in harmful potentiali- 
ties. Shoes which are passed from one 
child to another pass along with them 
skin infections which constitute a defi- 
nite danger to the health of the com- 
munity. Unless some provision is made 
for sterilization of the shoes—and in 
the exchanges held in the schools there 
js no such provision—skin disease of 
all kinds is bound to flare up in alarm- 
ing proportions. It is unthinkable that 
American parents, accustomed to pro- 
vide for their children every safeguard 
against illness, should consent to a 
practice which is in direct contradic- 
tion to their efforts. What’s the use of 
stuffing your children with vitamin 
pills if at the same time you expose 
them to some of the most contagious 
and most uncomfortable viruses in 
existence? 

Start the wheels rolling to check this 
movement. It’s gaining ground much 
too rapidly for the well-being of our 
younger generation. Get a statement 
from your local Board of Health re- 
vealing the dangers from a hygienic 
standpoint. Band together with your 
fellow shoe retailers in providing a 
plan of education for the mothers and 
fathers of the school children in your 
town. Display the Pledge of Service 
prominently in your store. Stop this 
practice before it becomes a scourge! 
After children’s shoe exchanges—there 
might even be adult shoe exchanges. 





Make "Em Walk 
[CONTINUED FROM PAGE 19] 


carry all the parcels home, now that 
stores are obliged to cut down on deliv- 
eries and there is no back seat of the 
car to do the job? 

Attractive displays can back up your 
story on walking clothes. And there 
are plenty of angles on which to build 
displays and promotion ideas. The 
Bureau of Campaigns of the Office of 
War Information has prepared a cam- 
paign for retail stores to use to pop- 


ularize walking among their custom- 


ers. There is urgent reason why Unéle 
Sam is doing this. Here are the facts. 
“Before Pearl Harbor, 86 per cent of 
ali American travel rolled on the tires 
of private automobiles. 14 per cent 
rolled on the wheels of buses, subways, 
elevateds, trolleys, railroads, etc. So— 
from five to six Americans rode in 
their private automobiles, while one 
paid a fare. As the tires fail, more of 
the five or six automobile riders are 
crowding on the common carriers. One 
more doubles the load, all five more 
simply can’t get on.” 

That’s the situation, as the OWI 
presents it. The object of the campaign 
is to take people accustomed to walking 
only a few blocks at a time, get them 
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K BIPPENDORF Foot Rest Shoes have always been known for 

durability, style and comfort — qualities that today are 
doubly important to every one of your customers who wants 
a shoe that she can work in, play in, live in! 


This year make sure of keeping °em happy by featuring 
Krippendorf Foot Rest Shoes. For these are the shoes that 
you can display and advertise with the headline “Are Three 
Pairs Enough?” and answer “Yes” and mean it! 


Nationally advertised in Vogue . . . Mademoiselle . . . Ladies’ 
Home Journal. . 
Instructor, Krippendorf Foot Rest Shoes retail at 
$6.95 to $7.95 — slightly higher west of Denver. 
The Krippendorf-Dittmann Company, Cincinnati, Ohio 


New York Showroom: Marbridge Building 


- Good Housekeeping . . . The 


ONE QUALITY! ONE POLICY! 





off wheels and into training for walk- 
ing real distances. “To get them in the 
habit of walking from three to 10 
miles a day . . . every day.” Mental 
hazards to overcome, says OWI, are: 
1. The fact that people do not realize 
that there is a real necessity for walk- 
ing as a means of transportation. 2. A 
feeling that walking for any distance 
is an unnecessary hardship. The Bu- 
reau urges training to develop physical 
stamina and correct ways of walking. 
It also stresses the correct shoes for 
the job. 

Advantages of walking are summed 
up as follows: “Walking improves your 
figure. Walking improves your health 
at a time when buoyant public health 


is a patriotic obligation. ... Walking 
relaxes your nerves.” 

Results of walking are summed up 
in this way: “When you walk, you do 
this to shorten the war. You enable 
the essential workers to ride. You save 
rubber for the military. You save the 
tires for necessary civilian riding. You 
relieve transportation so it can do its 
tremendous war job.” 

The following headline and subhead 
thoughts have been suggested by the 
Bureau of Campaigns of the Office of 
War Information: 

“Help Bring Them Back to You 

The new “YOU” walks—like a WAAC! 
Everywhere! Chin Up! Step Out! 
Save Tires! And carry your packages.” 
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E-E-TAYLOR CORP. 


PROOF THAT CUSTOM 
CHARACTER NEED NOT 


° an we are making many 
thousands of pairs of shoes for Uncle 
Sam, we are maintaining a substantial 
production of Taylor-Made shoes 
for civilians. We believe that the 
Taylor -Made reputation for consist- 
ently high quality and superior crafts- 
manship will prevent any diminution 
in demand, despite the limitations of 
rationing. Always a valuable asset, 
Taylor-Made’s long standing policy 
of making the finest possible shoe for 
the money is more valuable today 
than ever before. It will go a long 
way in helping Taylor-Made dealers 
maintain sales quotas. 
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Make Your Inventory True 


[CONTINUED FROM PAGE 24] 
government collections and the hit-or-miss guesses of 
men who flavor figures with their own prejudices. Prac. 
tically every other major industry in America has re. 
search organizations of proven ability. We, instead, 
fear the facts. Strange isn’t it? 

Now the point is—Can we face the national inventory 
of April 10 with truth? 

A merchant writes to us: “Is it to our advantage to 
have a large or small inventory on April 10?” He had 
in mind whether to include several hundred pairs of 
obsolete shoes in the depth of his basement. There js 
no answer other than—count them all up—for it is on 
the total of the shoes that the allowance is made; not 
the age nor the style. And that goes too for every other 
rationed type of shoe—no matter what its vintage. 

Let’s give a little example as to how ration inventory 
works: A merchant has a thousand pairs of shoes on 
the shelf. He gets a shoe purchase allowance of 50 per 
cent, which gives him a potential ration capacity of 
1500 pairs of shoes. Then, he has sold 200 pairs of shoes 
since Feb. 9 and banking those coupons—gives him the 
sum total of 1700 pairs. This is certainly an adequate- 
credit at the ration bank to do his normal business and 
turn-over without hoarding. 

He won’t be able to do any hoarding, anyway, because 
there’s going to be a reducing supply of shoes coming 
from shoe factories. No shoe manufacturer can make 
more than the sum total of the shoes he made during the 
last six months of 1942, in the six months’ period from 
March 1 to Sept. 1, 1943; and as most manufacturers 
had a low six months’ period the second half of 1942. 
that means that even if he could get the supplies and the 
help and everything else, there is a dead-line beyond 
which he couldn’t manufacture. 

Every manufacturer in his right senses is going to 
space out his shoe production even though present fac- 
tory orders and work might make it possible for him 
to complete his six months’ quota of shoes in four 
months but then how would he hold his factory organi- 
zation together after a two months’ lay-off? You will 
certainly have enough ration credits to cover your 
business! 

We give you all these points because they have a 
bearing on your attitude towards the inventory of 
April 10 for when you sign your name to that agree- 
ment with OPA, you are subject to criminal prosecv- 
tion under the laws of the United States if you make 
any false statement or false representation. 


3,000,000 Pairs Shipped to Russia 


E. R. Stettinius, Jr., Lend-Lease Administrator, made 
public March 8, that the United States has shipped nearly 
3,000,000 pairs of army boots to Russia in addition te 
18,000 tons of sole leather. 


SUPPLIES of boots and shoes in Morocco, no longer 
obtainable from Great Britain or Portugal, are becoming 
more and more limited as existing stocks run out, 2 
cording to the 24th annual report of the British Mer 
chants’ Morocco Association. 
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Maintain Civilian Supply Is Also Essential 


Head of Leather and Shoe Finders Association Among Wit- 
nesses Favoring Bill to Establish Civilian 
Supply Administration 


WASHINGTON, D. C.—C. V. Eng- 
strom, president of the National 
Leather and Shoe Finders Association, 
was a witness March 25th before the 
Senate Committee on Banking and 
Currency, which has been conducting 
hearings on the Maloney-Taft-Scrug- 
ham Civilian Supply Bill, providing for 
the appointment of a Civilian Supply 
Administration, to function under the 
Director of Economic Stabilization in 
determining quantities and types of 
goods and services necessary to keep 
the civilian population healthy and 
functioning effectively. 

Mr. Engstrom’s testimony was di- 
rected mainly toward the part which a 
Civilian Supply Administration might 
play in aiding small business, much of 
which, including the wholesale shoe 
findings and shoe repair business, is 
largely devoted to the providing of 
goods and services for the use of the, 
civilian population. He told of the dif- 
ficulties now being experienced in ob- 
taining supplies and materials for the 
findings and repair trades, and ex- 
pressed the firm opinion that this con- 
dition would be improved if there were 
some administrative unit clothed with 
authority to look after the interests. of 
the civilian population in the alloca- 
tion of supplies. 

In general, the purpose back of the 
Civilian Supply Bill is to avert a pos- 
sible breakdown in the supplying of 
necessaries of life, including food, 
clothing, shoes and other essentials, to 
the civilian population. A critical sit- 
tation has already developed in the 
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Shoe and Belting Leather 


Committee Named 


Washington, D. C.—-The WPB Director 
of Industry Committees has announced 
the formation of the following Shoe and 
Belting Leather Tanners Industry Advis- 
ory Committee of which R. P. Butler is 
the government presiding officer: 

Alien N. Bennett, president, Graton & 
Knight Co., Worcester, Mass.; Samuel 
Bloom, president, S. H. Frank & Co., San 
Francisco, Calif.; H. W. Boyd, president, 
Armour Leather Co., Chicago; Robert 
Comioquoy, president, Pine Grove Tan- 
ning Co., Pine Grove, Pa.; E. H. Ellison, 
Jr., Proctor Ellison Co., Boston; C. H. 
Fielder, International Shoe Co., St. Louis, 
Mo.; H. M. McAdoo, president, The 
United States Leather Co., New York; 
Everett W. Pervere, president, Howes 
Bros. Co., Boston; J. S. Silversteen, presi- 
dent, Transylvania Tanning Co., Brevard, 
N. C.; and R. J. Stewart, sales manager, 
Leas & McVitty, Inc., Philadelphia, Pa. 





food processing and distribution indus- 
tries, and it is felt that similar condi- 
tions may arise in other necessaries of 
life unless some administrator or au- 
thority is designated to look out for 
civilian supplies when allocations are 
being made to the armed services and 
lend-lease, which are the principal 
competitors for foods and other es- 
sentials at the present time. A crisis 
of this nature on the home front 
might conceivably assume such pro- 
portions that work in war industries 

[TURN TO PAGE 33, PLEASE] 
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Replacing Defective Shoes 


New YorkK—Amendment No. 6 to 
Ration Order 17 was issued March 27, 
permitting consumers to get a special 
shoe stamp to replace defective shoes. 
The amendment becomes effective 
April 2. 

Text of the amendment reads: “A 
consumer may get a Special Shoe 
Stamp (or a Temporary Shoe Purchase 
Certificate) from the Board if within 
30 days from the date of purchase, he 
returned to an establishment shoes, for 
which he had surrendered ration cur- 
rency, which are defective because of 
workmanship of material and cannot 
reasonably be repaired. The applicant 
must present to the board a statement 
signed by the establishment stating 
(1) that the shoes are defective be- 
cause of workmanship or material and 
cannot reasonably be repaired; (2) 
that if the board desires, the shoes may 
be examined by it before it acts on the 
application, and (3) giving the date 
the shoes were bought, the date re- 
turned and the nature of the defect.” 


This amendment also changes the 
number of shoe certificates an em- 
ployer or educational institution may 
hold from the number equa! to one pair 
for each employee or student to be sup- 
plied plus a reserve of 10 per cent to 
the same number plus a reserve of 50 
per cent. The reserve is increased also 
in the number of shoe certificates held 
by a charitable or correctional institu- 
tion; the original order specified that 
such an institution could hold certifi- 
cates equal to two pairs of shoes for 
each resident to be supplied plus a re- 
serve of 10 per cent. The new amend- 
ment increases this reserve §gure to 50 
per cent. 
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“Storekeeper Simmons bawling 
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FINISHED 
SOLE SPU\ITS 


He says people insist on them 
for their good looks and longer 
wear, recognize their distinctive 
star embossing.” Colonial Fin- 
ished Sole Splits are ideal for 
stitchdowns and American Welts. 


COLONIAL TANNING CO. 
BOSTON, MASS. 
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Infants’ Shoe Makers 


Ask Representation 


ROcHESTEB, N. Y. — Infants’ shoe 
manufacturers of this city, meeting at 
Hotel Seneca, pressed their demand 
that a manufacturer of baby shoes be 
added to the membership of the War 
Advisory Committee and also on the 
shoe and leather committee soon to be 
named by the OPA in Washington. 

Charles W. Anderson, of the New- 
comb-Anderson Shoe Company, and 
Lee B. Carpenter, of the Carpenter 
Shoe Company, described their confer- 
ence with officials at Washington in 
asking for changes in Order M-217 and 
also in a proposal that no coupon be 
required for baby shoes up to Size 12. 

The baby shoe makers decided to ask 
cooperation of the National Boot and 
Shoe Manufacturers’ Association in 
securing revision of the regulations. 





Timely Articles in 
Jarman Publication 


NASHVILLE, TENN. — “Your No. 1 
Problem” by Steve McGaw is the lead- 
ing article in the March issue of Jar- 
man Journal, published by General Shoe 
Corp., here. The article deals with 
operation under shoe rationing, with 
emphasis on maintaining volume in the 
same price ranges in which the store 
operated formerly. An amusing inter- 
view with a wise old owl, “Give "Em a 
Fit!” is another feature of the cur- 
rent issue. 

The publication contains trade news 
and general information for Jarman 
dealers. 





Executives Study 
Employee Training 


St. Louis, Mo.—The problem of 
breaking in new workers and re-train- 


ing experienced employees is of first 
importance today in every retail organ. 
ization. Twelve junior and senior ey. 
ecutives in St. Louis with 142 years 
combined experience in retailing re 
cently completed the Associated Retailer 
sponsored class in “How to Teach ap 
Employee.” 

Certificates for satisfactory atten. 
dance requirements were issued by 
Francis Wright, Supervisor of Distrib. 
utive Education for the St. Louis 
Board of Education and distributed 
through the personnel directors of the 
represented stores. Ranging in ages 
from 22 to 48, these 12 executives rep. 
resented five of the larger St. Louis 
stores: Famous-Barr Co., Stix, Baer 
& Fuller, Scruggs-Vandervoort-Barney, 
Thomas W. Garland, Inc., and Sears, 
Roebuck & Co. 

This condensed twelve-hour training 
program is_ necessarily limited t 
twelve executives to enable each one in 
the short time allowed to learn by 
doing, a basic law of learning. The 
techniques of teaching, which many 
executives must acquire in order to do 
more effective training, are stream- 
lined in this course to meet current 
wartime demands for speed. The use 
of these streamlined techniques by ex- 
ecutives in any sales organization will 
step up the skill, knowledge and at- 
titudes of morale of each employee to 
a new but necessary “all-out” level. 
It is intended to aid experienced execv- 
tives of large and small business and 
deals solely with the problem of “how 
to teach both the new and experienced 
employees more efficiently.” 

Mr. Wright announces that three 
more capacity classes started recently 
at Famous-Barr Co., McCrory’s, and 
Sonnenfeld’s under sponsorship of the 
Associated Retailers. 





New Packing Method for Service Shoes 





Boston, Mass.—All contractors making service shoes for the United States Army 
have been notified by the Boston Quartermaster Depot of a new method of packiag 
these shoes, designed to save space and to give a stronger pack with a minimum 
of void space. The new method, it is announced by the Public Relations Branch o 
the Depot, is to be used in packing all three types of service shoes currently being 
manufactured. As shown in the illustration, 12 pairs are packed in four rows. Th 
instruction bulletin stresses the importance of proper spacing in the bottom row oné 
points out that the use of 30-pound craft paper between the rows is no longe 
necessary. 
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Army Buys Repair Supplies 
BosTON, Mass.—Miscellaneous items 
cntracted for recently at the Boston 
rmaster Depot include 225,032 
pairs of leather inner-soles and 222,696 
irs of leather outsoles for use by re- 
units with the United States 
Army. Included also were 1200 ft. of 
eather welting, 150 pairs of Munson 
lasts, 360,000 pairs of shanks, 250,000 
pairs of fiber waterproof counters, 80,- 
000 sq. ft. of upper leather and a wide 
assortment of pads, bottom fillers, 
thread and repair tools. 


Shoe Show Dates Changed 


BosTON, Mass.—The management of 
the Parker House has been forced by 
unforeseen circumstances to change the 
dates of its Travel Saving Shoe Show. 
Announcement of this show, as pub- 
lished in Boor AND SHOE RECORDER, is- 
sue of March 27, gave the dates as May 
3, 4,5 and 6. These have been changed 
to April 19, 20, 21 and 22. The show, 
second of its kind to be held here in 
Boston, is designed to bring together 
New England buyers and salesmen who 
cover the New England states at a 
minimum of expense and travel. 


Argue Civilian Supply 
Is Also Essential 


[CONTINUED FROM PAGE 31] 


and the prosecution of the war effort 
would be jeopardized. 

At the present time the Office of 
Civilian Supply, of which Joseph L. 
Weiner is director, is a unit under 
the War Production Board, with no 
statutory authority and no power to 
issue executive orders. This lack of 
authority, plus the fact that it has no 
rea! responsibility to look after the 
needs of the civilian populatiqn, has 
tended to make the civilian American 
citizen the “forgotten man” of the war 
effort to such an extent that unfavor- 
able effects in civilian health and 
merale loom as possible dangers. 

Testifying before the Senate Bank- 
ing and Currency Committee on Tues- 
day of last week, Mr Weiner said, 
among other things: 


“Two years of detailed concern with 
this job have given me one fundamental 
conviction. I want to emphasize it 
with all my power. It is this—only by 
maintaining an essential civilian sup- 
ply and an adequate civilian economy 
will we achieve a total mobilization of 
all the nation’s resources for war. The 
truly essential civilian supply must be 
treated equally with war production. 

“As a nation we are relatively new 
at this terrible game of ‘total’ war. We 
have made many mistakes in mobiliz- 
ing for it. One mistake we cannot 
afford to make—the fatal one—the one 
that lost the war for Germany in 1918 
—the failure to maintain the home 
front adequately.” 
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DEMAND Lexsvs Supply 


FOR 41 YEARS this company has been privileged to serve 
the American babies in peace and two wars. During the 
prosperous days and throughout depressions it has always 
been and still is Mrs. Day's policy to use the best skill and 
materials in order to produce the perfect baby shoe. 


Since Pearl Harbor we have been laboring under difficulties 
the same as everybody else, nevertheless we are doing our 


best on service. 


We are subject to government allocation and cannot pro- 
duce any more than the quantities allocated to us. With 
the tremendous increase in the birthrate there is, of course, 
a demand far beyond our production capacity. 


In fairness to our old friends we are refusing all new ac- 
counts and allocating quantities proportionate with ship- 
ments made during the correspohding period of 1942. 


Let us hope that this year will see our country well on its 
way to VICTORY with all of us doing our part to hasten the 
day of Peace. 


WE'VE DONE IT BEFORE AND WE'LL DO IT AGAIN. 
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High Heels 

K 3454 Black Patent 
Leather Plain Vamp 
K 3452 Black Patent 
Perforated 


Leather 


Vamp 

T 3422 Tan Smooth 
Leather Perforated 
Vamp 

W 3452 White 
Smooth Leather Per- 
forated Vamp 
Cuban Heels 

K 3459 Black Pat- 
Perfo- 


Leather 
Vamp 

W 3459 W 
Smooth Leather 
forated Vamp 

$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 
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Children's Shoes 
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Shoes for Children 

IN STOCK 
to retail 1 

$2.00 to $3.00 * 

2-6 CD, 6%4-8 * 

BCD, 8% - 12 

BCD. all colors 
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SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 

A Shee Co., . Freiburger & Gre. 

251 W. Jefferson 8t., rigctz! E Columbia St 
Detroit ort Wayne, Indiana 
Jayson Shee Co. - Les Angeles, Cal. 
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Demountable Heel Saves 
Space in Packing 





Jefferson City, Mo. — A demountable 
heel, devised to conserve space in sales- 
men's sample cases, is being used by 
Tweedie Footwear Corp. A cord aft- 
tached to the heel passes through a hole 
in the sole, and through a tear-shaped 
slot in a leather washer. The heel is 
drawn up tight to the sole and the 
leather washer is pushed down, holding 
the heel firmly in place, when the shoes 
are being shown. 

When samples are to be packed in a 
sample case, the cord is released from 
the narrow portion of the slot in the 
washer, the heel is drawn away from the 
shoe to a knot in the end of the cord 
and is tucked down inside the shoe. Thus 
salesmen can carry a complete line in 
two cases, a decided advantage these 
days of crowded trains. 





Accept Registrations 
For Chicago Show 


CuHIcAGO — Reservation cards for 
sample rooms at the Mid-Summer Shoe 
Fair to be held at the Morrison Hotel, 
May 1, 2, 3, and 4 have been mailed 
cut to prospective exhibitors and manu- 
facturers. This Fall opening is being 
sponsored by the Shoe Travelers’ Asso- 
ciation of Chicago and will be a busi- 
ness show only. Exhibitors are ex- 
pected to be members in good standing 
of an affiliated association of the Na- 
tional Shoe Travelers’ Association. 


New Compounds Now Used 
For Army Soles 


Boston, Mass.—A rubber compound 
consisting of 35 per cent crude rubber 
by volume is now being specified on 
Army service shoes manufactured with 
the full rubber sole, it was announced 
recently by the public relations branch 
of the Boston Quartermaster Depot. 
This compound specification does not 
affect shoes carrying rubber taps, it 
was stated. 


The same percentage of crude rubber 
by volume is also specified in the many- 
facture of washer type rubber heels 
for service shoes, according to the 
Depot’s announcement. 

Overshoes for women, service shoes 
and shoe parts are included in recent 
releases from the Depot. The over. 
shoe contract calls for the manufac. 
ture of 60,000 pairs of the low type 
and is shared by the United States 
Rubber Co., 30,400 pairs; Hood Rubber 
Co., 16,000; Goodyear Rubber Co., 10, 
000; and Tyer Rubber Co., 3,600. 

The Claremont, N. H. plant of the 
International Shoe Co., is to make 17, 
760 pairs of Type III service shoes, 
Shoe parts include 365,000 pairs of 
fibre heel bases; 5,000 pairs of black 
whole-rubber heels; 76,358 pairs of 
leather innersoles; and a total of 568- 
701 pairs of outsoles of various kinds. 


Stewart Farnham Recovering 


SANTA ANA, CAL. — Stewart Farn- 
ham, son of Ben Farnham, Eastern 
representative of Moulton - Bartley, 
inc., is well on the road to recovery in 
an Army hospital here where he was re- 
moved for treatment of serious injuries 
caused by a plane crash several months 
ago. Mr. Farnham is in the Army Air 
rorce, stationed at Williams Field, 
Arizona. 

He was recently visited by his father 
who has been on a two months’ trip 
through the South and Southwest. He 
expects to report back to Williams Field 
shortly to complete his training. 


Sandberg Elected Treasurer 
And Director 


CuHIcAGO—George Sandberg, who for 
the past two years has been sales man- 
ager of the J. P. Smith Shoe Co., was 
elected treasurer and a director of that 
company at the recent annual direc- 
tors’ meeting. Almost everyone in the 
trade knows Mr. Sandberg, who has 
made his mark and a host of friends all 
over the country during his 38 years 
with the firm. The many executives, 
buyers and salesmen in shoe retailing 
and manufacturing who know him will 
be pleased with the new titles and re- 
sponsibilities conferred on him. He will 
continue to act as sales manager, and 
his personal contacts with retail ae- 
counts will be regularly scheduled as 
usual. 





To Hold Show 
In Minneapolis 


MINNEAPOLIS, MINN. — A _ special 
meeting of the Northwestern National 
Shoe Travelers’ Association was called 
by Jeff Larson, president, recently, at 
which it was voted to hold a show at 
the Dyckman Hotel, Minneapolis, May 
2nd, 3rd and 4th. 
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» re pe me cabana of pena a passed away March 18th, after an there until 1923 when he entered the 
er es bs er Spa ee — illness climaxed with pneumonia. service of Endicott-Johnson Corp. as 
 & sane Frac Tie- ac . fo = mye y- manager of the Sales Service Depart- 
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o for aad se Sa tc dead dios Oo Mall Mr. Brueggeman was appointed sales 
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= assistant manager of The Paragon ™uch enjoyment each day in doing for Boston, Mass. — Walk-Over Shoe 
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any of the 15 leading St. Louis factories. 


M. K. WEIL SHOE CO. || 
1326 Washington Ave., St. Louis, Me. 
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Ross Joins Advertising 
Agency 


ROCHESTER, N. Y.—Paul A. Ross, 
former sales manager of the Shoe 
Form Company of Auburn, N. Y., has 
joined the advertising agency of Ed 
Wollf and Associates in this city. Mr. 
Ross has been connected with several 
nationally known manufacturers. 
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St. Louis Production 
Up in February 


St. Louis, Mo.—Preliminary figures 
on shoe production for the 8th Fed- 
eral Reserve District point to a 2 per 
cent gain in pairage for February as 
compared with January, 1943, and a 
6 per cent decline as compared with 
February, 1942. Production for the 
first two months of 1943 indicate a de- 
cline of 7 per cent compared with the 
same two months 1942. 

Final production figures for the 8th 
District covering January, 1943, 
amount to 6,806,872 pairs, a gain of 
2 per cent over December, 1942. This 
figure is 8 per cent lower than the pro- 
duction for January, 1942, which 
amounted to 7,430,583 pairs. 





To Manage Shoe Division 


BIRMINGHAM, ALA.—Paul T. Oxford, 
widely known in Birmingham shoe 
circles for many years, has been ap- 
pointed manager of the shoe division 
of Selby-Bonfield, 2007 Third Avenue, 
North. E. R. West, present store man- 
ager, will return to Portsmouth, Ohio, 
as merchandies manager for the Selby 
Shoe Company. 





J. P. Smith Man Wins 
Gold Accolade 





{ 









Chicago—Bowling for the J. P. Smith 
Shoe Cc. with the Smith Shoes team in 
the Commercial League of Dubuque, 
lowa, in an ABC sanctioned match a few 
weeks ago, Roy Bauer, who is employed 
in the Dubuque Smith factory, entered 
the kegler’s hall of fame with a perfect 
first game. He rolled a 300, the first to 
do so in Dubuque in ABC competition. 
He's now sporting, with rightful pride, 
the gold accolade awarded by the ABC. 

Mr. Bauer conducted his all-down cam- 
paign with calm deliberation and had his 
wicked hook working with clock-like pre- 
cision. He received welcome assistance 
from Lady Luck only once. In the 6th 
frame it seemed that one perverse pin 
would stay vertical to spoil everything. 
But, a rolling roustabout from the seven 
position came around and knocked the 
lone upright flat. 


Shoe Man’s Son Back 
From Africa 


Cuicaco. — Sgt. Marshall L. Kotz, 
who formerly was active with his 
father John L. Kotz in the Kotz Shoe 
Store, has just recently returned } 
this country from the North Africay 
combat zone. Young Kotz is now at. 
tending officer candidate school g 
Camp Lee, Virginia. 

After his 6,000-mile trip home, he 
spent a few days in Chicago and was 
guest of honor at a party attended by 
a number of members of the local shoe 
trade. He had been over-seas for nine 
months and saw considerable action in 
Africa as a member of the Army Air 
Force. 

Sgt. Kotz had worked in his father’s 
store ever since he was a small boy in 
grammar school and in his spare time 
while attending Northwestern Univer. 
sity. He left that institution in the 
middle of his senior year on Dec. 24 
1941, and enlisted in the Army. He } 
received his training at Baton Rouge, 
La., and Meridian, Miss. 





Former Lynn Executive 
Given Army Promotion 


Boston, Mass. — First Lieutenant 
Wilfred J. LeBrun, a purchasing and 
contracting officer at the Boston Quar- 
termaster Depot and a former executive 
with a Lynn shoe-finishing concern, has 
been promoted to Captain, it was an- 


—— 
C 











nounced recently by Col. Samuel |. 
Zeidner, Q.M.C., Commanding Officer 
of the Depot. 

Capt. LeBrun was born in Boston. 
He graduated from the Mechanic Arts 
High School here in 1926 and from the 
College of Business Administration of 
Boston University in 1930. After two 
years at the Northeastern University 
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School of Law, Capt. LeBrun entered | in Wiscon 


the shoe finishing business and for 
several years was sales manager for 
C. L. Hathaway and Sons in Lynn. 

Commissioned a Second Lieutenant 
in the Quartermaster Corps Reserve of 
the Army in 1937, Capt. LeBrun was 
called to active duty in January, 1942, 
and assigned to the Boston Quarter- 
master Depot. He was promoted to 
First Lieutenant last July. 


Shoe Stock Lost in Fire 


PortTsMouTH, N. H.—Believed to have 
been started by a defective oil burner 
in the basement of a nearby shop, a 
fire which lasted more than seven hours 
badly damaged stock in Shaines Boot 
Shop here on March 15. The Shaines 
store, one of five housed in a business 
block on Congress street, lost merchan- 
dise valued at between $50,000 and 
$60,000, it is estimated by the owner, 
Edward I. Shaines. Shoes stored in the 
basement of a hat shop adjoining the 
Shaines store also were lost. The five- 
store, one-story brick building was 4l- 
most completely destroyed. 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


THE 























CINCINNATI, OHIO 
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Stock No, 2821 
ORTHOPEDIC LAST 
A straight inside last that 
is not an in-flare. This 
last will accept almost 
every kind of mechanical 

correction, 
40 Other Styles In Stock 


MILLER SHOE CO. 
Health Shoemakers 











Stores Cooperate in 
Spring Openings 

MILWAUKEE, WIS.—Despite the war, 
merchants in a number of Wisconsin 
cities have cooperated in the obser- 
vance of Spring openings which, be- 
cause of heightened payrolls have re- 
sulted in considerable buying. 

Appleton’s Spring opening on a 
Wednesday night consisted of an un- 
veiling of the windows accompanied by 
a special musical program. The public 
was invited to shop the windows that 
night and enter the stores during the 
following three Spring opening days. 
Shoe stores participating in the obser- 
vance included the Heckert Shoe Co., 
Bohl & Maeser, Lane’s, Kasten’s Boot 
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Shop and Pettibone’s. 

Wausau merchants also observed 
window unveilings in connection with 
their Spring opening with the French 
Slipper Shop, Modern Shoe Store, 
Tress & Oldenberg, C. B. Mayer Shoe 
Co, and Porath & Schlaefer all partici- 
pating. 

With wage earners and payrolls up 
in Wisconsin, it is understandable that 
Spring business has been good for shoe 
merchants. According to the statistical 
department of the state industrial com- 
mission, the average weekly earnings 
of manufacturing workers throughout 
the state was $41.71 during January of 
this year as against $34.70 during the 
same month last year. 

It was estimated by the commission 


| that there were 337,500 wage earners 


in state manufacturing industries dur- 
ing January, 1948, as compared with 
290,600 during the previous Janaury. 
In Wisconsin’s retail trade the com- 
mission estimated clerks received an 
average of $22.71 per week during 
January, 1943, as compared with 
821.79 during January, 1942, for an 
average of 57.7 cents per hour, as com- 
pared with 52.9 cents in January, 1942. 


A. S. Beck to Increase 
Ad Space 


New YorK.—The Spring newspaper 
sing campaign of the 122 A. S. 
Beck shoe stores will use half-page and 
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Patent Featured in Spring Display 





New York.—"Pick a Pair of Patents,” said Franklin Simon recently in this attrac- 
tive Spring window. Notice how the orderly arrangement of the shoes and the 
Springlike costume on the model lend a pleasant atmosphere to this display. 





800-line units in daily and Sunda, 
newspapers. The space units are the 
largest used by Beck in recent years 
because of a new copy-theme which 
features the results of impartial sur- 
veys of shoe brands worn by women on 
Fifth Avenue. 





Purchases Controlling Interest 


WASHINGTON, D. C.—Arthur R. Gart- 
ner has taken over the controlling in- 
terest in Art Craft Footwear, Inc., 
here. Mr. Gartner was formerly vice- 
president of Martin & Martin Shoe Co., 
Chicago. 


Ensign Paul Herbst Married 


MILWAUKEE, WIs.—Paul_ Elser 
Herbst, son of Mr. and Mrs, Wallace 
J. Herbst, was married recently to Miss 
Dorothy Ellen Wheaton. Young Herbst, 
whose father is head of the Herbst 
Shoe Manufacturing Co. here, was re- 


cently commissioned an ensign in the 
naval reserve at the naval air school 
in Corpus Christi, Tex. 


Operate Own Department 


WESTERLY, R. I.—McCormick’s De- 
partment Store, which formerly had a 
leased shoe department, is now oper- 
ating the shoe department itself under 
the direction of James McCormick. 





Reptiles Selling in California 


San Jose, CALiIr.—Alligators and 
alligator lizard are being emphasized 
at Bloom’s, popular shoe retailers here. 
The firm is featuring an attractive as- 
sortment of walking models which are 
said to be meeting with excellent sales. 

The shoes are featured in colors of 
sport rust, blue and toast, and include 
both open and closed back models. 
These are accorded considerable pub- 
licity in display and advertising. 
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HELP WANTED 


LINE WANTED 


——— 


WANTED TO PURCHASE 





ATTENTION, RETAIL SHOE SALES 
MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 





HOE Store Manager, also Window Trim 
mer, for Western Pennsylvania Shoe Chain. 
Give complete details in letter. State draft 
status. Address Box 760, c/o Boot & Shoe 
Recorder, 100 East 42nd St., New York, N. Y 





SALESMEN WANTED 


ANTED:—Salesmen for short line, high 

grade women’s Goodyear welts with patented 
exclu8ive feature, carried in stock. Liberal 
commission paid to men who can produce. An 
excellent opportunity to increase your incuine. 
Mention territory now being covered and lines 
being carried. All applications will he treated 
confidentially. Only those meaning ‘vusiness 
should apply. Address #756, Boot & Shoe 
Recorder, 100 East 42nd St., New York, N. Y¥ 








FOR SALE 


FAMILY Shoe Stores 
Washington, D. C. 





several—For Sale in 
Will sell individually. 


Averaging $60,000 each. Reasonable. 100% 
locations. Reason for selling, owner being 
drafted. 


Address Box 762, c/o Boot & Shoe 
Recorder, 100 East 42nd St., New York, N. Y. 


Oliver D. Powell 
Moves to Coast 


AUBURN, N. Y.— Oliver D. Powell, 
shoe manufacturer who was long asso- 
ciated with Marshall, Meadows & Stew- 
art, with Mrs. Powell has left for Los 
Angeles, California. They expect to 
make that city their home in the future. 

Mr. Powell was with Dunn & Mc- 
Carthy, Inc., for a number of years, 
then went to the Robinson-Bynon Shoe 
Manufacturing Co., and when the latter 
firm left the field he joined the concern 
which he is now leaving. 


| 
| 
| 
| 


| at the annual meeting recently. 


salesman, successful record 

among chain and better stores, desires 
manufacturer’s line, men’s or women’s, for 
Pennsylvania and New York metropolitan area. 
Will consider other territories. Address Box 
761, c/o Boot & Shoe Recorder, 100 East 42nd 
St., New York, N. Y. 


WANTED for Pacific Coast: Men’s, Wo- 

men’s, children’s lines shoes or slippers by 
salesman covering Pacific Coast steadily past 
25 years. Well acquainted with retailers, job- 
bers and chain store trade. Permanent sample 
room centrally located. Straight commission 
basis. Address Box 759, Boot & Shoe Recorder. 
100 East 42nd St., New York, N. Y. 


POSITION WANTED 


MAY BE THE MAN YOU ARE LOOK 

ING FOR. Experienced, energetic shoe man 
desires position with future. Married, age 45, 
draft exempt. Experience covers over 20 vears 
as manager-buyer and merchandiser with thor 
ough knowledge of all grades of shoes. If you 
have an opening for a capable man to manage 
your store or shoe dept., please write me. Can 
give best references. Address #755, Boot & 
Shoe Recorder, 100 East 42nd St., New York. 


A GGRESSIVE 
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CONTACT US 
MOSINGER BROTHERS 











1235 WASHINGTON AVE. 
ST. LOUIS, MISSOURI 








Johnson Again Heads 
E-J Board 


BINGHAMTON, N. Y.—George F. John- 





$$ 


WE WILL BUY Fer | 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 











SHOE STORES WANTED 


FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such a: 
Walk-Over, Florsheim, Enna-Jettick, Vital- 


jty, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Cross, Nunn-Bush, Ete 


IRWLN RUBIN 
“The House of Jobs’’ 
S89 Reade St., Cor, Church 





Phone Barclay 17-7887 New York City 








WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


31 N. 4th St., Philadelphia, Pa 
Phone MARket 1666 





SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 











son, whose genius led in building the| son, George W. Johnson, continues in 


great Endicott Johnson shoe industry, 
was re-elected chairman of its board 
His 


the presidency, and Charles Johnson 
continues as vice-president and general 
manager. 








CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
[7 Advertisements for this page must be in our New York Office on Friday of the week preceding publication ™ 
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This map of business conditions for April, 1943, was supplied by Business Bulletin 
Division of La Salle Extension University. 


Cuicaco, ILt.—In all parts of the 
country the volume of business trans- 
actions continues to increase, accord- 
ing to a monthly survey by Business 
Bulletin Division of La Salle Exten- 
sion University. The general average 
of business activity, including retail 
trade and industrial production, is 
close to 17 per cent above even the high 
level of a year ago. Although gains 
are being made in every section of the 
country, the variations among differ- 
ent communities and industries are 
unusually large. In some cities the vol- 
ume of trade and industry is from 30 


| to 40 per cent higher than last year 


while in others it is about the same. In 
a few of the smaller cities it is slightly 
below. 

The upward trend in the general 
average, as well as the wide variations 
among different communities, is ex- 
pected to continue as long as large 
amounts of money are spent for war 
production. The rate of expansion may 
slacken somewhat later in the year, 
but no signs of slowing down have yet 
appeared. 

The gains over last year have been 
greatest in the South and West, al- 
though the increase has been almost as 
great in the industrial region around 
the Great Lakes. During recent weeks 
the rate of expansion has been very 
high throughout much of the Middle 
West. Expansion in war industries, 
spending in connection with the mili- 
lary camps, and higher farm income 
are responsible for these advances. 

In the New England states business 
has been lagging somewhat behind the 
national average, but it is still very 
good as compared with previous years. 
Shortages of labor and the curtailment 
of several consumer goods industries 
bave slowed down the expansion which 
was very striking a year ago. 

In New York state and eastern Penn- 
‘ylvania the increase over last year has 
tot been quite so great as in other parts 

_ the country because industrial 
‘tivity there was already high a 
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year ago. Retail trade is showing the 
effects of this lag in the increase of con- 
sumer incomes. 

In the South several factors have 
combined to keep the rate of business 
expansion unusually high. Many large 
military camps are located throughout 
these states, and the spending in con- 
nection with them is large. New war 
plants and shipyards have been built 
and are steadily increasing operations. 
The supply of labor has been more ade- 
quate than in most parts of the coun- 
try. The prospects are that during the 
next few months business activity in 
this region will expand somewhat more 
rapidly than it will in most other sec- 
tions. 

Conditions are _ steadily becoming 
more favorable in the agricultural dis- 
tricts of the Middle West, although 
shortages of farm labor and machinery 
are coming to be a serious handicap to 
many farmers. Increases have been 
greatest in the central states of the 
Middle West, but they have also been 
marked in the northern ones. 

Industries along the West Coast have 
continued to increase their output, even 
though they were at a high level a year 
ago. The larger pay rolls have resulted 
in much greater volume of consumer 
buying. Indications point toward fur- 
ther advances during the coming 
months, even though the shortages of 
skilled labor may hold back the ex- 
pansion to some extent. 


Shee Man Heads Merchants’ 
Association 


PETERSBURG, VA.—Max Jacobs, prom- 
inent Petersburg shoe dealer has been 
elected president of the Petersburg Re- 
tail Merchants’ Association, succeeding 
George D. Harlow. Other officers elected 
by the association for the new term 
are: Paul Webb, vice-president, and 
R. M. Harrison, treasurer, Ward Blag- 
den was re-elected secretary. 


Elected to Board of 
State Street Council 


Cuicaco—Samuel Maling, of Mal- 
ing Brothers, Chicago shoe chain, was 
elected a member of the board of direc- 
tors to serve for the next three years 
at a meeting of the State Street Coun- 
cil recently. Charles C. Bunker, second 
vice-president of Marshall Field & Co., 
was elected president succeeding Elmer 
T. Stevens, of Chas. A. Stevens & Co. 

David Mayer, Jr., president of Mau- 
rice L. Rothschild, was re-elected chair- 
man of the board; J. G. Wilson, of 
Goldblatt Bros., Inc., vice-president, 
and Walter L. Gregory,, of the Palmer 
House, treasurer. H. W. Rieger was re- 
elected executive secretary. 

Messrs. Bunker, Wilson and C. D. 
Peacock III were selected to fill vacan- 
cies on the board of directors. Other 
directors elected to serve three-year 
terms with Mr. Maling are W. W. Cole 
of Henry C. Lytton & Sons; Mr. 
Mayer, Elmer T. Stevens, James S. 
Schoff, president of The Fair, and 
George R. Quinn of the Central Realty 
& Investment Co. 

In a discussion of wartime merchan- 
dising problems at the annual lunch- 
eon Mr. Bunker set the keynote for his 
administration, saying, “We will retain 
our ideals of service so far as possible 
under wartime conditions, and we will 
continue to play the role of suppliers 
of civilian goods to the utmost of our 
ability.” 


Best & Co. Opens 
Chicago Store 


Cuicaco—Best & Co. of New York 
has recently opened a modern new 
store here at 20 S. Michigan Ave., fea- 
turing women’s and children’s apparel 
and including a small shoe department. 
The store was welcomed in a joint co- 
operative ad signed by a number of 
neighboring stores pointing out that 
Michigan Avenue has been the source 
of better merchandise since the turn of 
the century, and that it can’t have too 
many good stores along its two-mile 
shopping stretch. A. Starr Best, the 
men’s and boys’ wear store which is lo- 
cated a block west on Wabash avenue, 
was founded by a member of the Best 
family years ago. 


Shoe Racks and Trees 
Gain in Importance 


SEATTLE, WASH.—Handy shoe racks 
have been added to the accessories for 
keeping shoes in better shape at Fred- 
erick & Nelson. Stressing the good 
sense in taking better care of shoes, 
this store currently featurers attrac- 
tive racks of wood, to fit into the closet 
and hold six pairs of shoes. Such racks 
use no critical war materials. 

Shoe trees also become more of an 
item for building extra sales these 
days. 
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Dates to Remember 


Buffalo Shoe Show, Hotel Statler, 
Buffalo, N. Y. April 4, 5, 1943 
Shoe Manufacturers’ Fall Opening, 
Hotel New Yorker, New York 
City. April 11, 12, 13, 14, 1943 
Travel Saving Shoe Show, Parker 
House, Boston, Mass. 
April 19, 20, 21, 22, 1943 
Fall Opening Show, Shoe Travel- 
ers’ Association of Chicago, Ho- 
tel Morrison, Chicago, IIl. 
May 1, 2, 3, 4, 1943 
Northwestern National Shoe Travel- 
ers’ Show, Dyckman Hotel, Min- 
neapalis, Minn. May 2, 3, 4, 1943 
Fall Style Show, Southwestern Shoe 
Travelers’ Association, Adolphus 
and Baker Hotels, Dallas, Texas. 
May 11, 12, 13, 14, 1943 
Fall Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. May 16, 17, 18, 1943 





Wilshire Boulevard 
And Broadway 


[CONTINUED FROM PAGE 28] 


anklets. Everything is selling. More 
time is spent in buying due to more 
careful selections and to the general 
shopping for identical wanted kinds. 
The un-rationing of play shoes hurt 
the popular priced sport shoes for the 
time being, but the latter kinds are 
now coming back strongly. 

WETHERBY - KAYSER — Buying 
continues above normal, even during a 
recent rainy week. Many more people 
are shopping around and many more 
are stepping up their grades, so that 
an unusual number of new faces is in 
the stores daily. Customers are buying 
carefully, are even finicky. 

MANDELS—For a group of stores 
which have always catered to the high 
style, high color minded girls, a large 
number are turning to buying shoes 
from a real service angle. However, 
“sky-scrapers” (extreme high heels) 
and high colors are moving along sat- 
isfactorily. 

J. W. ROBINSON CO.—A business 
considerably above normal has resulted 
since rationing started. Buying is ex- 
cellent over a broad range in the top 
grades, with the walking types tre- 
mendous, yet high heel sling pumps in 
high colors are moving along very well. 
Reptiles in top grades are very much 
in demand. All buying is being done 
with an eye to quality and wearability. 
Unrationed play shoes are still ac- 
counting for a fair amount of business, 
which will ease off as soon as play 
shoe buying requires a ration coupon. 
Look for some falling off in the good 
play shoe business this Summer, due 
to the pattern and color limitations. 

BROADWAY DEPARTMENT 
STORE—More women walking and 
working means a strong tendency to- 
ward more low heels, yet a large group 
is still buying as high heels as can be 
furnished them. 
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